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When you sell asphalt-coated Celotex Sheathing in combination with Celotex = 
Insulating Lath, you profit, the builder profits, and the home owner profits because Ne 
this construction provides these advantages: G. 
Ca 
@ 40% MORE INSULATION VALUE than conventional uninsulated Se 
wall construction. J. 
@ GREATER BRACING STRENGTH with Celotex 25/32” Sheathing than with 
conventional sheathing material. 
@ NOLATH MARKS because Celotex Lath provides a continuous plaster base 
...and a plaster bond that withstands an average perpendicular pull of 
930 Ibs. per square foot! 
@ PROTECTION AGAINST DRY ROT and termites PUBLI 
through the patented Ferox-treatment of Celotex Sheathing ey 
and Celotex Insulating Lath. lishing 
Chicage 
For more than 25 years “‘Celotex’”’ has been known as he: 
The Greatest Name in Insulation. — . Monetti 
epee a sistant | 
THE CELOTEX CORPORATION, “4 a 
annu 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 
i 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 


3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 


4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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Office at Chicago, Illinois. uncer the Act of March 3, 187% 
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AMERICA’S NEWEST...) | 
MOST. COMPLETE LINK) - 
Of SEAMLESS DRAWN]: 
BATHROOM CABINETS} ; 


b 

The only seamless line made in a complete : 

range of 4 cabinet sizes in 30 models. Avail- 7 

able beginning March Ist to jobbers and dealers : 

who are fed up with slow deliveries, high prices : 

bry aetes for medium quality with small profits. in 

10 NEW MODERNLY DESIGNED - : 
ee PACKARD has come to the front producing one re 
of the country’s leading lines of bathroom cab- * 

inets with a real merchandising plan. . . a mod- Me 

ern floor display stand on which can be mounted o 

pa THE any 4 models in the line. Customers are invited de 


to see for themselves because the display stand 


A ( K A R ) invites “point-of-sale” investigation. The stand 


LINE has an all important place in the sale of the 
FOR PACKARD line of Bathroom Cabinets. It is 
: 49 yours FREE with the PACKARD line. 
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A MODERATE 10 percent gain was registered by motor-vehicle 
dealers for November, 1948, over November, 1947, and sales were 
up 3 percent for lumber and building materials dealers. Among 
the other durable goods trades, sales decreases were noted by 
furniture stores (3 percent), hardware stores (5 percent), and 
jewelry stores (9 percent). 


THE BLS PRELIMINARY ESTIMATE of permanent nonfarm 
dwelling units started in November is 65,000. The October esti- 
mate has been revised from 72,000 to 73,000 (still a preliminary 
figure, subject to further revision), and the July estimate has been 
revised from 94,000 to a final figure of 93,500. The estimates for 
the first 11 months of 1948 total 868,500, indicating a likelihood of 
between 920,000 to 925,000 for the year. The drop from October 
to November is about 11 percent and is no more than seasonal. 
In 1947, November starts were 79,700, and the total for the full 11 
months was 790,200. 


BUILDING MATERIALS. Building materials prices averaged 
0.3 percent lower in October as a result of a drop in lumber prices; 
all other components of the group were either higher or un- 
changed. The decline in lumber prices was restricted to the lower 
grades of softwoods reflecting a seasonal drop in the demand for 
framing lumber. Cement and brick and tile prices were higher 
in line with increased fuel and transportation costs. Paint mate- 
rial prices were higher on the average — the Chinese government 
established a minimum export price for tung oil; gum rosin prices 
rose with strong demand and short spot supplies; turpentine de- 
mand was strong as good weather increased the normal volume 
of outside painting. 

THE NUMBER of the nation’s brickmason apprentices rose be- 
yond the twelve-thousand mark for the first time during October. 
Joint apprenticeship committees of building contractors and brick- 
layers’ unions are currently training 12,042 young men to be brick- 
masons, according to October records compiled by the Bureau of 
Apprenticeship, U. S. Department of Labor. 





Shingle Officials Examine 
Promotional Exhibit 





RED Cedar Shingle Bureau officials examine a model of the Certigrade National 

Home, which will be featured in national promotion during 1949. Shown are, 

left to right, E. R. Scott, president; Virgil G. Peterson, treasurer; W. W. Wood- 
bridge, secretary-manager, and W. H. McLallen, vice-president. 
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PLYWOOD SUPPLY 


Ottinger says grey market is 
finally whipped by production 


THE “gray market” in fir ply- 
wood has disappeared and there 
now is an adequate supply of this 
leading building and_ industrial 
product for all needs, Lawrence 
Ottinger, president of United 
States Plywood _ Corporation, 
world’s largest factor in the ply- 
wood industry, declared today. 

Last January Mr. Ottinger pub- 
licly warned against the gray mar- 
ket then prevailing in this vital 
product. “Opportunist operators in 
fir plywood, most widely used of all 
plywoods, then were charging all 
the traffic would bear,” he said, 
“and consumers caught by the 
throat by these unconscionable op- 
erators were frequently forced to 
pay from one-third more to double 
the price of fir charged by legiti- 
mate milk and legitimate distribu- 
tors. 

GRAY MARKET IN PANIC 

“Conditions in the Douglas fir 
plywood market have undergone a 
radical change within the last sixty 
days, however. These gray market 





Correction please! The new ad- 
dress of the Gypsum Association is 
20 N. Wacker Drive, Room 530, 
Civic Opera Bldg., Chicago 6, Ill. 
See story on page seven, December 
4 issue. 











operators who held up consumers 
for fir plywood have recently been 
thrown into panic. 

“A rising supply of fir plywood, 
due to a sharply increased pro- 
duction, has caught many of the 
gray marketeers in a precarious 
situation wherein they have com- 
mitted themselves for large 
amounts of merchandise which they 
are unable to sell profitably. 

“This has made it necessary for 
distributors to reduce prices. Com- 
pared to peak prices charged by the 
gray marketeers within the past 
year, fir prices to consumers are 
down sharply.” 


DEMAND ACTIVE 


Mr. Ottinger emphasized that 
demand for fir plywood remains 
very active, and that most manufac- 
turers have encountered no diffi- 
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culty in disposing of their very 
large production. 


“However, factors such as the 
economic trend, year-end inven- 
tories and some softening of prices 
have forced some mills, unable to 
sell their production, either to shut 
down or curtail production. On 
the other hand, our own and affili- 
ated mills are running at capacity. 

“What is happening appears to 
us to be constructive. The gray 
marketeers, mostly newcomers who 
tried to capitalize on the previous 
tight supply situation, are being 
eliminated either by return of ply- 
wood users to establish distributing 
sources, or through financial diffi- 
culties,”’ Mr. Ottinger concluded: 

“Prices are returning to levels 
conforming to more normal con- 
ditions, and supply of fir plywood 
once again is sufficient to meet cur- 
rent requirements. The benefits, in 
our opinion, will be realized 
throughout the wood-using indus- 
tries. If the same trend occurs 
in other building materials, it could 
well increase building activity, es- 
pecially in the low-priced field 
where housing facilities are most 
urgently required.” 


MAPLE FLOORING 


Manufacturers meet to plot 
course for coming |2 months 


THE annual meeting of the 
Maple Flooring Manufacturers As- 
sociation will be held at the Black- 
stone Hotel, Chicago, on Friday, 
January 28, 1949. The advertising 
committee will meet at the Black- 
stone on Thursday, January 27, to 
complete plans for tradepaper ad- 
vertising, trade promotion and pub- 
licity activities for 1949. 

The Maple Flooring Manufactur- 
ers Association, a national organi- 
zation of flooring manufacturers, 
with mills in Michigan, Wisconsin, 
Illinois, Ohio and New York, is 
headed by W. C. Abendroth of 
Rhinelander, Wisconsin, as Presi- 
dent. D. S. DeWitt, Oconto, Wis- 
consin, is Vice-President and W. 
W. Gamble, Jr. of White Lake, 
Wisconsin, is Treasurer. L. M. 
Clady of Oshkosh is Secretary- 
Manager. 

Currently, there is every indica- 
tion of an increased school build- 
ing program in 1949, President 
Abendroth believes. “The shortage 
of buildings in this field is critical, 
with few exceptions, over the en- 
tire nation and manufacturers of 
Northern Hard Maple, Beech and 
Birch Flooring are well prepared 
to meet all increased demands,” 
Abendroth said. 





Blanding Dream House Program 
Still Going Strong 
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Photo Courtesy The Upson Company 


ONE OF THE MOST successful good public relations projects of recent years is still 
going strong. To date 65 Blanding Dream Houses have been built in 60 cities, and 
others are scheduled for opening to the public in the next few months. The house 
shown above was recently built in Atlanta. An interesting feature of its construction 
is that all interior walls and ceilings are of dry-wall construction. Redwood siding 
was used for exterior finish. Hundreds of thousands of people have visited these dis- 
play houses, and have not only seen for themselves how a home is decorated, but have 
obtained a more intimate knowledge of construction and materials as well. The project 
has proved an important point — that coordinated action by dealers, builders, and 
product manufacturers can result in an effective good-will building program. 


TIMBER CONSERVATION 


U. S. lumbermen stress forest 
conservation at national meet 


LUMBER of the United States 
completed a_ successful four-day 
conclave at the Shoreham Hotel in 
Washington, D. C., on Thursday, 
December 9, 1948. 

The occasion was the meeting of 
the Board of Directors of the Na- 
tional Lumber Manufacturers As- 
sociation, Board of Directors of 
the Timber Engineering Company, 
and the Board of Trustees of the 
American Forest Products Indus- 
tries. 

The highlight of the gathering 
was adoption of a report by the 
Committee on Conservation of 
NLMA, which presented the indus- 
try views concerning actual condi- 
tions in the forest of America to- 
day, and in the future. Commit- 
tee Chairman H. M. Seaman, who 
is also President of the Southern 
Pine Association, pointed out that 
through continually improving 
methods of forestry practices, we 
have reached a point whereby the 
annual drain from all causes in 
cubic feet, lacks only 2 percent of 
all growth replenishing yearly. The 
report states that the nation’s for- 
ests are adequate to meet another 
national emergency, although it 
was made plain that the cost to 
our forest resources would be 
heavy. 

BETTER PRACTICE 

Statistic-wise, the report showed 
the rapidly increasing number of 
foresters employed by private in- 
dustry. In 1930, there were less 
than 400 technical foresters, while 
today 2,500 such persons are em- 
ployed by the lumber industry. An- 
other comparison of interest, was 
the fact that 20 years ago, opera- 
tors in certain sections left as 
much as 10,000 to 20,000 board 
feet per acre on the ground after 
logging. Now, 25 percent greater 
yield is harvested per acre by many 
lumbermen under the same condi- 
tions. 

In considering the present ab- 
normal high drain of saw timber, 
as per trees reaching sawtimber 
dimensions, the report pointed out 
that ever since the Civil War, there 
has been a cycle during which im- 
mediately following national emer- 
gencies and during eras of extreme 
prosperity, there has been an 
enormous increase in demand for 
lumber products, and that for ex- 
ample, the present year will see a 
new all-time record in house con- 
struction. “It would, of course, be 
fool-hardy,” says the report, ‘‘to 
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Quality and Service 


A quality product . . . a plus service to customers 
—these are the crack salesmen brought to you by 
Ponderosa Pine Woodwork. 

Stock design doors, windows, and frames of 
Ponderosa Pine are unequalled for bringing beauty, 
economy, convenience, and durability to your cus- 
tomers’ homes. The recognized superiority of 
Ponderosa Pine styling, workmanship, and ma- 
terial gives you the confidence that comes from 
offering the best woodwork available. 


Ponderosa Pine doors and windows 
are made in a wide variety of styles, 
including pre-fit modular standard 
sizes for window openings. 
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To this quality product, you can add service 
through ““Today’s Idea House’”—a 32-page Pon- 
derosa Pine booklet. It embodies beautiful photo- 
graphs of interiors, and page after page of practical 
advice—all to enable you to give your customers 
and prospects extra help in formulating their ideas 
for new homes or remodeling. 

There’s your Pair for Profits—Quality and Serv- 
ice. Send today for your sample copy of ““Today’s 
Idea House.” Then order enough for your cus- 
tomer mailing list at 10c a copy. 


Sond the coupon today! 


Ponderosa Pine Woodwork 
Dept. RAL-1, 88 South Dearborn Street 
Chicago 38, Illinois 


Please send me a free copy of ““Today’s Idea House.” 
(Please print.) 
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CULLER 


BALSADOR 


The New Solid 
Core Flush Door 


DELIVERS QUALITY AT 
A POPULAR PRICE 


e Light in 
Weight 


e Warp 
Resistant 


@ Structurally 
Strong 


e Low in 
Cost 


@ Soundproof 


KILN DRIED 
BALSA WOOD 
CORE 





SELECTED HARDWOOD 
FACES 


BALSADOR Is the World’s 
Lightest and Strongest Solid Core 
Flush Door. 


Send Today for Illustrated Circular & 
Prices 


CULLER FURNITURE CO. 


DOOR DIVISION 
WILLIAMSPORT, PENNA. 











CUSTOM 
MILLING 


Transit Rates 
Insured storage and air 
drying yard. 


Ship your lumber green or 
partially dried to be milled, 
and shipped on order. 


Located on both the Soo 
Line and C & NW Railroad. 


WALLRICH’S 


M. J. Wallrich Land 
& Lumber Co. 


Shawano, Wisconsin 
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think that this is a permanent 
trend, or that it will continue.” 


EXPORT CONTROLS 

Of interest to the lumber indus- 
try was the resolution calling for 
immediate lifting of all export con- 
trols upon lumber. Another reso- 
lution called upon the government 
to amend the tax laws to make al- 
lowances between depletion and the 
actual cost of replacing production 
facilities. A strong stand was 
also taken against any future in- 
creased Federal regulation of for- 
est practices. Approval was given 
to a recommendation calling for 
appointment of an advisory com- 





JOB APPLICANTS 

THE University of Wisconsin 
reports 19 graduates in the four 
year course in Light Building In- 
dustry will be available for em- 
ployment after commencement ex- 
ercises in February, 1949. These 
men have specialized in college 
courses that especially qualify 
them for work in the building ma- 
terials industry. Their names and 
qualifications for interview pur- 
poses can be obtained from Pro- 
fessor Richard U. Ratcliff, Profes- 
sor of Land Economics, University 
of Wisconsin, Madison, Wis. 











mittee to the Department of Com- 
merce with personnel which would 
be satisfactory to the lumber in- 
dustry, if the Department so de- 
sires. 

The election of officers was made 
for the coming year, who are: 

A. J. Glassow, Bend, Oregon, 
President; H. M. Seaman of Hous- 
ton, Texas, First Vice President; 
John B. Veach of Washington, 
D. C., Vice President and Treas- 
urer; Homer B. Jamison of Fresno, 
California, Vice President; C. W. 
Ingham of Marcola, Oregon, Vice 
President; Omar Hilton of Warren, 
Arkansas, Vice President; R. A. 
Colgan, Jr., of Washington, D. C., 
Executive Vice President; and 
Henry Bahr, of Washington, D. C., 
Secretary. 


FARM JUICE 


Electricity opens wide field to 
sell improvements to farmers 


FOUR million American farms, 
or seven out of every ten, now are 
wired for electricity and able to en- 
joy the advantages of electric 
lights, running water, and refriger- 
ation, Melvin H. Baker, chairman 


of the Construction Industry Infor- 
mation Committee, reports. 

“The number of farms with elec- 
tric service has been doubled since 
1940, at a cost of nearly $1.5 bil- 
lion, including more than $1 billion 
for utility installation, $300 million 
for farm wiring, and millions more 
for appliances and equipment,” Mr. 
Baker said. 


STIMULATES IMPROVEMENTS 


“The electrification of farms has 
been a vital stimulus to improve- 
ments carried out in all types of 
farm operation. A high level of 
farm income, which we have had 
throughout the 1940’s, makes farm 
improvement possible. But it takes 
electricity to make many improve- 
ments practicable. It is essential 
to the main features of farm hous- 
ing comforts and conveniences. It 
increases the efficiency of dairying 
and stock handling, and makes pos- 
sible the use of many types of 
power tools and equipment avail- 
able for modern farm operation. 

“Six times as many farms are 
electrified now as in 1934, accord- 
ing to an estimate of the Commit- 
tee’s economists. Ninety-five per- 
cent of farms have power line serv- 
ice in Massachusetts, Rhode Island, 
Connecticut, New Jersey, Ohio, In- 
diana, Michigan, and Oregon. In 
14 other states, 80 to 95 percent 
have such service, and in 25 states, 
70 percent or more are served. 

“Eight states have less than 50 
percent of their farms electrified 
but in these there has been recent 
rapid progress. In North Dakota 
and Mississippi, the number has 
doubled since 1945. In Kentucky, 
Montana, and New Mexico, 20 per- 
cent of all farms were electrified 
within this brief period. In Ne- 
braska, Kansas, and Oklahoma, at 
least 10 percent of all farms were 
electrified in the three years.” 


1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


January 10-11-12—Northwestern Lumbermens 
Association, Minneapolis, Minn., Minneapolis 
Auditorium. 


January 11-12-13—Kentucky Retail Lumber 
Dealers Assn., Louisville, Ky., Brown Hotel. 
January 18-19-20—Ohio Association of Retail 
Lumber Dealers, Cleveland, Ohio, Cleveland 
Public Auditorium. 

January 24-25-26—Northeastern Retail Lum- 
bermens Assn., New York, N. Y., Pennsyl- 
vania Hotel. 


January 26-27-28—Southwestern Lumbermens 
Association, Kansas City, Mo., Municipal 
Auditorium. 


January 27-28-29—Western Retail Lumber- 
mens Association, Seattle, Wash., Olympic 
Hotel. 
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Kinzua_ Lineal Length 
Satin Finish Trim is 
beautifully manufac- 
tured—a preferred item 
with both dealers and 
their customers. Nice 
to work with, cuts clean. 
Easy to nail into posi- 
tion. Takes any finish. 





Kinzua Beveled Siding— 
a uniform-quality item 
in such favor among 
dealers that we are 
nearly always hard 
pressed to meet the de- 
mand. 




















Checking a piece of Drop 
Siding for accuracy of ma- 
chine work. All Kinzua Prod- 
ucts are made to exacting 
standards. 


a 
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You want lumber that's going to give you and your 
customers 100% satisfaction. Kinzua "Quality Guar- 
anteed'" Ponderosa Pine is that kind of lumber. 


For the past 22 years Kinzua has had one objective 
in mind—to make good lumber better. 


Year by year Kinzua has kept improving its facilities 
and diversifying its products—in keeping with its es- 
tablished plans for a permanent operation. 


Kinzua Pine is 100% scientifically kiln dried—1!00%, 
loaded under cover. 


Straight or mixed cars, including our famous 
Ponderosa Pine “Architect Designed" window 
and door frames, mouldings, packaged trim, 
finish, bevel siding, ceiling, casing, base, panel- 
ing, common and Fir dimension and boards. 
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UMBERG 


S 
SOMBER DEALERS 


General Sales Offic 


OMPANY - 


> HARDWOODS © 
A SPECIALTY 2 
OF SERVICE TO tte 


e—KELTYS, TEXAS 








Craig MouritsitiLumber Co. 
BOCA Ie TA 
Winchester, Idahe 
Ponderosa Pine, Fir and Larch 


Member Western Pine Association 








Winchester Box Company 
Winchester, Idaho 
Industrial Cut Stock and Specialty Items 





, OVERHEAD-TYPE 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 





LOOK AT 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 

trame 

@ Heavy, tough alumi- 
_ num hide 

@ Exclusive track and 
roller design wedges 
door tight with no jam- 
ming 
@ Track joints always 
in line 
*@ Oil 
prene tired rollers 


’ 
¢ 
} 
° 


resistant Neo- 


@ Bind-proof 
mechanism 


locking 


@ Interlocking weather- 
proof joints 
@ Sections individually 
replaceable 


This is the Door to Bigger Profits 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 
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THE CALDER MANUFACTURING CO., 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. Write 
for full information today. 


Lancaster, Penna. 








NEWS aed TRENDS 


February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civic Audi- 
torium-Pantlind Hotel. 


February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 


February 8-9-10—Illincis Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 


February 9-10-11—Middle Atlantic Lumber- 
mens Association, Philadelphia, Pa., Bellevue- 
Stratford Hotel. 

February 9-10-11—Mountain States Lumber 
Dealers Assn., Denver, Colo., Shirley-Savoy 
Hotel. 


February 14-15-16—Lumber Merchants Assn. 
of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 

February 15-16-17—Wisconsin Retail Lumber- 
mens Association, Milwaukee, Wis., Milwau- 
kee Auditorium. 

February 17-18—Virginia Building Material 
Association*, Richmond, Va., John Marshall 
Hotel. 


February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 

February 23-24-25—Nebraska Lumber Mer- 
chants Association, Omaha, Nebr., City Audi- 
torium. 

February 25-26—West Virginia Lumber & 
Builders’ Supply Dealers’ Association*, Wheel- 
ing, West Va., McClure Hotel. 

March 1-2-3—Indiana Lumber & Builders’ 
Supply Assn., Indianapolis, Ind., Murat 
Temple. 

March 10-11-12—Intermountain Lumber Deal- 
ers Association, Salt Lake City, Utah, Hotel 
Utah. 


March 14-15-16—Independent Retail Lumber 
Dealers Assn., Minneapolis, Minn., Hotel 
Radisson. 


March 16-17—Louisiana Building Material 
Dealers Assn., New Orleans, La., Jung Hotel. 


March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 


March 23, 24, 25—Carolina Lumber & Build- 
ing Supply Assn., Civic Auditorium, Asheville, 
N. C., George Vanderbilt, Battery Park 


March 24-25—Florida Lumber & Millwork 
Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. 


March 28, 29, 30—T Lumber, Mill- 
work and Supply Dealers Association; Knox- 
ville, Tenn.; Andrew Johnson Hotel 

April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 

April 7-8—New Jersey Lumbermens Associa- 
tion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
Lumber Assn., Los Angeles, Calif., Ambassa- 
dor Hotel. 

April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 

April 28-29-30—T Lumber, Millwork 
& Supply Dealers Association, Andrew John- 
son Hotel, Knoxville, Tenn. 

May 6-7-8—Arizona Retail Lumber & Bldg. 
Supply Assn., Douglas, Ariz., Gadsden, Ariz. 
Note: Convention schedules fer the fellowing 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 








January 1, 1949, AMERICAN LUMBERMAN & 













poss 
dec! 
tain 
ness 
will 
plar 
ter. 

cien 
be s 


PI 
crea 
This 
has 
sure 
of c 
since 
quic 
the ] 


PL 
with 
pital 
held 
scart 
othe: 
plies 
in |! 


builc 
PU 


serio 
rente 
tivel 
prive 


Bult 








ber 
tel 


rial 
tel. 


ild- 
ille, 
Park 


york 
reno 


Mill- 


nox- 
alers 


ocia- 
el. 

mens 
lotel. 
tetail 
assa- 


in of 
Itural 


lwork 
John- 


Bldg. 
Ariz. 
Wi 9g 
time: 
s. 


& 





WASHINGTON 


CONSTRUCTION IN ‘49, so government econo- 
mists still think, is going to be pretty high; maybe 
even higher than in ‘48. They include heavy con- 
struction and an undetermined, but large, volume 
of public works. Analysts within this industry ex- 
pect the total to be mighty good; better than pre- 
war by a long shot. But they're not so sure it'll be 
bigger than ‘48. They think, as of now, that the 
dollar volume may be about the same. 


BUILDING PREDICTIONS, put out by industry an- 
alysts who have pretty good records for hitting it 
on the nose, are like this: Residence units, in num- 
bers but not necessarily in total costs, will be about 
ten percent below the ‘48 figures. Building costs will 
not show much change, either way. Lumber prices 
have of course softened a little; but materials made 
of steel — nails, plumbing and the like — stay right 
up there. So do mechanics’ wages. 


COMMERCIAL BUILDING will be down a bit; 
possibly by five percent. Industrial building will 
decline a little more than that. Not too much cer- 
tainty about these declines; for a good many busi- 
ness men, thinking the mild sag noted: since October 
will be over by the first of April or of May, are 
planning to expand plants and equipment this win- 
ter. They figure to need the added space and effi- 
ciency, come next spring. So the declines may not 
be so much. 


PUBLIC UTILITIES BUILDING is expected to in- 
crease; maybe: ten percent above the ‘48 figures. 
This is part of a long-period expansion plan that 
has been carefully worked out and that is quite 
sure to be carried through. These utility projects, 
of course, have to be estimated far in advance; 
since the need for increased services can't be met 
quickly. So the utilities are clearly confident about 
the long economic future. 


PUBLIC CONSTRUCTION is likely to come through 
with the biggest gains. A good many hos- 
pitals and schools and Federal buildings have been 
held off the market, these recent years, because of 
scarce materials. But, except for steel and a few 
other lines, there are prospects for adequate sup- 
plies of building materials. So public construction, 
in 1949, may well mount to a quarter of all the 
building done in Uncle Sam's home domain. 


PUBLIC BUILDINGS, so Washington says, are 
seriously needed. In many cities much space is 
rented. The rental costs for the most part are rela- 
tively high; and there is the feeling, shared by many 
private citizens, that Uncle Sam should not compete 
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with private business for office space. Many of the 
rented affairs, such as post office rooms, are not 
efficient for the intended purpose and so result in 
unnecessarily high labor costs. 


HEAVY CONSTRUCTION, especially Federal proj- 
ects, are important to dealers who have no share 
in that business. It seems highly probable that any 
decline in light construction will be offset by public 
projects. This probably means there will be no 
large unused surpluses of building materials or of 
building labor. It doesn’t work out to machine ex- 


actness; but costs are likely to remain near the cur- 
rent levels. 


THE YEAR OF READJUSTMENT, sure enough; and 
for a time at least the drift of prices and sales will 
be slightly downward. But the most plausible pre- 
diction this page can get is that ‘49 will be almost 
or quite as good as ‘48. You'll read much about 
retail ‘soft spots’; also about rising unemployment. 
Because they get attention, these stories are over- 
played and will continue to be overplayed by the 
newspapers. 


INFLATIONARY PRESSURES seem to be easing 
off. For example, new house units started in No- 
vember were 18 percent fewer than in November 
of ‘47; were 7,000 below the October, ‘48, report. 
Nothing to cause even a private quake; but industry 
leaders say it does mark the return of competition 
and a buyers’ market. It should mean, certainly, 
the watching and managing of credits. Already 
quite a few “‘credit-sick” retail concerns. 


FOREST PRODUCTS INDUSTRY COMMITTEES: 
The Office of Domestic Commerce, under guidance 
of Harold Holman, Chief of the Forest Products Divi- 
sion, has charted a compact organization of national 
and regional advisory committees, to deal with 
problems of production and distribution. Each 
branch of the industry, through its national associa- 
tion, will be asked to furnish the Secretary of Com- 
merce the names of men who should serve on these 
committees. 


ADVICE AND ASSISTANCE from industry leaders 
will in this way be made available to government 
agencies. This can be highly important; especially 
because of the rising prominence of the National 
Security Resources Board, in co-ordinating military 
and civilian needs in the event of war. The useful- 
ness of these integrated committees depends upon 
the intent of the government really to use them, and 
upon the representative and co-operative character 
of the membership. 
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TALK ABOUT 


SERVICE — 
HERE IT 1s! 









MILLWORK 


Call on Firpine for service. Through remanufacturing plants located in a heart of the ) 
Ponderosa Pine region, Firpine offers an excellent service in we 
Look what our Company offers. packaged trim, lineal mouldings, furniture dimensions and tex 
Where else can you match this other specialty items in Ponderosa Pine. 1 
variety in lumber, millw 
mY . , millwork and LUMBER 
specialty items From our lumber manufacturing plant we're supplying a 
—_ variety of Firpine manufactured lumber, mouldings and cut 
It Pays to Buy from Firpine yrs 
OUR MOTTO: “If It’ WHOLESALE 
Made of Wood hoc We also have a well-rounded wholesale organization with 
Sell It.” , departments handling Douglas Fir, Ponderosa Pine and allied 
: species—to serve you with practically anything in Western 
Softwoods. 
* * 











Propucts COMPANY 
525 CORBETT BUILDING—PORTLAND 4, OREGON 


R. A. Holmes 
C. F. Mimnaugh 














PERFECTLY BND-MATCHED 


Dierks pine flooring and sheathing is 
easy to stock, easy to sell. 


When you order Dierks end-matched pine flooring you get 
mountain-grown Southern Pine, scientifically seasoned, 
precision-cut, in nested bundles. It’s been a dealer favorite 
for years, because as dealers themselves have told us — 


“We like Dierks end-matched because our customers 
like it.” 


“Requires less storage space than standard lengths.” 
“Costs less, eliminates waste, saves time on the job.” 


Dealers everywhere also recommend Dierks sheathing 
(6 in. C. M. E. M.) as boxing and sub-flooring. Applied 
diagonally, it gives any structure added strength. 

FRE ERMOMETE 1 : 

the "Rockies). The Dierks End Matched Next time order Dierks end-matched pine flooring and 
ine oorin ermometer is Dack. en ‘ . i it’. 

25¢ (corm of stamps) to pay for postage Sheathing. You'll find it’s easy to stock, easy to handle, and 


and shipping. easy to sell. It’s a profit- building item. 


Dierks LUMBER AND COAL COMPANY 


Dierks Bldg. 1006 Grand Ave. Kansas City 6, Mo. 
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1949 — A CREATIVE SELLING YEAR 





Each year since the end of World War II a 


number of prominent economists have predicted 


In these opening weeks of the year it is a time 
to plan aggressive, forceful, highly integrated, 


: increased consumer sales resistance, accumulat- and detailed, spring merchandising plans. 
ing inventories, hesitant investors, tighter money Be in: » hone ew pocenationl endian, abil. 
and various other phenomenon of recession. , cae 
ing and sales organization. 
Like the lad who cried “Wolf” it is probable ; ; . — 
- that sooner or later their predictions may come It is a time for sales meetings, and training 
true, but certainly the business cycle of the last of both salesmen and sales management. 
three years has belied these prophets of trouble. It is a time when manufacturers, wholesalers 
As we cater 1909 aad teke teck of thee o> and their dealers should counsel and plan 
look, the predictors of recession are just as together to make the most of the sales oppor- 
numerous as ever and their statistical evidence tunities that consumer needs and unsatisfied 
is just about as convincing as before. demands present. 
; And yet they may be wrong again. Perhaps In short, if we sell hard enough and intelli- 
we are going to have another year of seller’s gently enough we will have a profitable year in 
t market—or perhaps the long prophesied slump spite of possible price adjustments. 
7; really is at hand. 
e This writer believes that future, not the past 
decisions of business management will determine 
- the matter. 
We hold the conviction that both producers 
y and distributors would be smart to plan and act 
a as though the buyer’s market had returned and 
: we are going to have to sell again. EDITOR. 
1g 
od 
id 
ad 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be ne 
tured in the series, but 4 sufficiently large . 
them meet the erecting requirements so that it will “- 





many months to cover them all — § r 








COVER: Master Merchants Leslie G. 
and John F. Everitt 





MASTER MERCHANT John F. Everitt, 

assistant general manager, was. in active 

charge of the development. of the Enid 

yard to its present stage of complete 
consumer service. 





MASTER MERCHANT Leslie G. Everitt, 
vice-president and general manager of 
Long-Bell’s __ retail department, under 
whose direction the company’s alert mer- 
chandising programs are conducted. 


A NYONE WHO feels that the 
retail lumber and _ building 
material business has certain nar- 
row limitations, beyond which a 
dealer has no license to go, should 
take a look at the retail yard of the 
Long-Bell Lumber Company in 
Enid, Okla. For down there in that 
typical American city of about 
35,000 people, a fine group of Long- 
Bell employes under the able direc- 
tion of young, aggressive “Bud” 
Everitt are proving very definitely 
that a building material shopping 
center can be a highly successful 
operation. 
In case you have never been to 
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MODERN store and warehouse headquarters complete building material and home sup- 
ply center. 


Consumer Business 


Is Wonderful 


A program of service to Mr. and Mrs. Public provides success- 
ful sales formula for Long-Bell Lumber Co., Enid, Okla.—plan- 
ned by Master Merchants Leslie G. and John F. Everitt 


Enid, here is the setting. Situated 
in the northwestern section of the 
state, the city is surrounded by a 
prosperous farming area. There is 
some industry, a university, and a 
nearby military base, but none of 
such proportion as to label Enid an 
industrial, college, or an army 
town. 


ENID IS A TYPICAL MARKET 


THE market for building mate- 
rials, and the per capita buying 
power is probably the same as in 
hundreds of other American cities; 
and there is plenty of good, intelli- 
gent competition there too. Yet 
Long-Bell has established a retail 
yard and store that would do credit 
to communities many times the size 
of Enid. 


What is the secret? There isn’t 
any. Just a well planned, highly 
efficient, hard hitting merchandis- 
ing program that combines the 
tried and proved principles of ad- 
vertising, display, and salesman- 
ship. 

Progressive merchandising comes 
naturally to Long-Bell. The com- 
pany has long recognized and prac- 
ticed selling building products to 
consumers, and in several of its 
more than one hundred retail yards 


throughout the west and southwest, 
has developed complete, one-stop 
building products and home supply 
centers. The yard at Enid is ex- 
emplary of this type of operation. 


MATERIAL DEPARTMENT STORE 


UPON entering the spacious sales- 
room, the impression is clearly and 
pleasingly given that it is a depart- 
ment store; and from the door the 
customer can identify all of the de- 


partments. 
First, there is the appliance de- 
partment. Ranges, refrigerators, 


washers, and ironers make up an 
attractive floor display. Along the 
wall are kitchen cabinet and bath- 
room displays; all arranged to 
show how they will appear when in- 
stalled in a home. Also in this de- 
partment are space and water heat- 
ers, kitchen and bath fixtures, sump 
pumps, and plumbing supplies. 

Paint and wallpaper are grouped 
adjacently along one wall, and on 
islands in front of these displays 
are the many miscellaneous items 
that are allied closely to these prod- 
ucts. 

The tool department is also in- 
teresting. In addition to a full line 
of hand tools and supplies, there 
is a wide variety of power tools to 
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delight both the craftsman and the 
home hobbyist. 

Kitchenware, hardware of all 
types, electrical appliances, small 
goods of wide variety, toys, and 
sporting equipment, in fact almost 
everything one would want in the 
building material and home supply 
line are to be found in the store. 
And yet, with the thousands of 
items on display, there is an amaz- 
ing degree of orderliness—even 
regimentation of merchandise. 

Each department is under the di- 
rection of an experienced depart- 


ment head, and therein lies the 
answer not only to the efficient dis- 
play of merchandise but to the con- 
trol of the administrative end of 
the business as well. 

A perpetual inventory system by 
departments, together with a de- 
partmental distribution of sales on 
the cash register tapes, make pos- 
sible an accurate summary of the 
business at any time. It is the re- 
sponsibility of each department to 
see to it that it is functioning 
profitably. 

THE company is a firm believer 





in the power of advertising, and 


‘results indicate that the compre- 


hensive program it conducts each 
year pays big dividends. Newspa- 
per ads receive the largest percent- 
age of the budget, but radio, bill-. 
board, and direct-by-mail are also 
solidly used. The latter particu- 
larly has proved effective in reach- 
ing the surrounding farm area, and 
many rural families come great 
distances to shop at the Enid store. 

Advertising matérial is prepared 
by the company’s advertising de- 
partment and follows the very 


A Complete Home Supply Center 





TOOLS of all kinds (left) to attract the eye of both the craftsman and the hobbyist. A beautiful 
display of home appliances (right) is mighty hard for Mrs. Housewife to resist. 





BATH and kitchen equipment are set up to show just how they 
will look in the customer’s home. Plumbing fixtures and sup- 






plies have proved they have a powerful appeal to the customer; 
a fact that pays off in profits. 





EVERYTHING for the home decorator: paint, wallpaper, allied 
products—present not only a beautiful display (left) but make 
one of the most popular departments of the store. A quiet 







spot (center) where home owners, contractors and farmers can 
get a complete estimate for a job they have in mind. A wide 
selection of plans and elevations are available (right) 
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THE company’s two shops turn out 

everything from special cabinet work to 

pre-assembled house and farm building 
sections. 


& 


MECHANICAL equipment plays an im- 
portant part in the efficient handling of 
all types of materials. 





A FLEET of 50 trucks, each adapted for 
the job it has to do, is operated by the 
Enid yard. 


sound principle of picture the prod- 
uct clearly and always tell the price. 
Not to be overlooked is the em- 
phasis that is placed on the cus- 
tomer who wants to buy building 
materials. A home planning de- 
partment provides all of the infor- 
mation and pictures that prospec- 
tive home buyers love to browse 
through; and an estimating depart- 
ment is available to give prompt, 
accurate cost estimates on anything 
from a pre-cut farm building to a 
subdivision housing project. 


For the contractor-customer who 
likes to buy his lumber in the sheds, 
these are conveniently located just 
off the store, and the entrance door 
is identified with a neon sign. 
Offices between the store and the 
shed provide a convenient place for 
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BUD EVERITT represents the third gen- 

eration of his family in the Long-Bell 

organization. He manages the company’s 
affairs in Enid. 


the contractor to privately discuss 
material bills for his jobs. 

A unique feature of the com- 
pany’s activities in Enid is the 
plate glass department. Completely 
stocked, and equipped with a spe- 
cially adapted delivery truck, it 
handles everything from window 
glass to modern store fronts. 


While the company has never en- 
gaged extensively in home building, 
it has built a few homes each year 
for some time. These are designed 
and financed by the company, and 
are constructed under contract by 
local builders. 


A breakdown of sales reveals 
that approximately 40% of the to- 
tal volume is sold to contractors 
and operative builders; 35% to ur- 
ban consumers, and 25% to farm- 
ers. Sales to industrial customers 
are grouped in the 40%. 

These figures bear out the ex- 
treme sales versatility of the com- 
pany, and the fact that it is suc- 
cessfully reaching all of the avail- 
able markets in the trading area. 


TWO WOODWORKING SHOPS 


THE company operates two siz- 
able millwork shops in Enid; one 
specializing in special millwork and 
cabinet work, the other in the pre- 
cutting and pre-assembly of farm 
buildings and small homes. It also 
maintains a large distribution 
warehouse which serves many of 
the Long-Bell yards in that section 
of the country. Straddle trucks, 
fork-lifts, and hydraulic pallet 
trucks enable the company to keep 
handling costs at a minimum. 


Steel strapping is also used to 
segregate orders filled from the 
warehouse; a system that not only 
effectively avoids mix-ups enroute, 
but also guards against shipping 
damage. 

Much of the credit for the devel- 
opment of the yard at Enid de- 
servedly goes to John F. Everitt, 
who for many years was in charge 
of the company’s interests there. 
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K. K. KENDRICK is the assistant man- 
ager in Enid. 


At present he is assistant general 
manager of the retail department 
with headquarters at the Long-Bell 
main offices in Kansas City. Under 
his direction and guidance the pres- 
ent full-range merchandising pro- 
gram was evolved. 

Another member of the company 
whose influence is strongly reflect- 
ed in its progressive policies is 
L. G. Everitt, vice-president and 
general manager of the retail de- 
partment. The 119 retail lumber 
and building material stores oper- 
ated by Long-Bell are his responsi- 
bility. Thirty-five years experience 
with the company’s retail business 
has given him a keen insight into 
the problems of material merchan- 
dising. 


73 YEARS OF RETAIL EXPERIENCE 


THE fact that the Everitt family 
is in its third generation with 
Long-Bell is typical of the com- 
pany’s policy regarding its em- 
ployes, and dates back to the late 
R. A. Long who founded the com- 
pany in 1875, and for 58 years pro- 
vided the inspirational leadership 
that sparked its tremendous growth 
and development. Mr. Long was 
painstaking in selecting men to 
work with him. His creed was “al- 
ways hire a manager, never a lum- 
ber stacker.” 


As a result of this policy, all of 
the men now holding positions of 
responsibility have long records of 
service with the company; and the 
youngsters now coming up are 
qualifying themselves, by careful 
training and actual experience, to 
step up when the time comes for 
them to do so. 

There is a strong feeling of fel- 
lowship among the Long-Bell 
people. One senses it immediately 
when associating with them. Per- 
haps that, more than anything else 
has spelled the success that the 
company has enjoyed; for a good 
team, working together, is always 
a winner. 
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Dealer Sponsors Erection of Prefab 





in Single Day 


Manufacturer, cooperating contractors, turn on heat as Beach Lumber Co. 
completes attractive house in eight hours. Profits from goodwill and publicity 
as benefits of prefabrication are introduced to Rome, N. Y. 





BASEMENT was completed and backfilled previous to the 
big day. Photo (left) shows precut plates and joists being put 
in place. Plywood subflooring will be applied in short order 
over jeists. Subfloor (right) has been laid and first factory 
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IN A MATTER of minutes after the subfloor was complete, 
the exterior of the house (left) began to take shape. Panels 
are quickly bolted together in predetermined sequence. Notice 
that windows, doors and frames are shipped from factory as 
integral part of individual panels. 





APPROACHING the noon hour house (left) is ready for precut 
rafters. These are quickly set up and nailed in place after 
which large sheets of plywood sheathing have house under 
cover in no time. Harry Beach, of Beach Lumber Co., Rome, 
N. Y. (fourth from left) checks progress of project with co- 
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fabricated wall panels are going up. Erection starts at corner— 
proceeds along both walls. Plain, window and door panels can 
be ordered to fit individual requirements, since they are all 
the same over-all size. 





ol 


WALLS UP! Next comes, interior partitions, (right) ceiling 
joists and rafters. Two men handle light-weight, plywood 
sheathed wall panels. Notice plant built stairway ready to set 
in place. “Set in place” is keynote to successful prefabrication. 
Wherever possible, factory operations transform basic materials 
into semi-finished house parts that can be “set in place” rapidly. 





operating contractors and manufacturers’ representatives. Later 
in afternoon (right): house is closed in and ready for applica- 
tion of siding, trim, roofing and finishing touches that make an 
attractive, livable home. 
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‘a Buy 
Lumber and Plywood Too! 


Many dealers are discovering that the application of good 
consumer merchandising methods to the sale of lumber and 
plywood brings in the volume — and plenty 


OU CAN ALWAYS tell a group 
of lumbermen when they get 
together by the language they use. 
Now don’t get us wrong! We mean 
the terms they use among them- 
selves to discuss their products. 
“Say Joe, are you recommending 
No. 3 dimension for things like 
cripples? Boy, I got some swell 
eight-quarter ponderosa shop in my 
last car. Know where I can get 
some S48 cedar posts? Have you 
noticed more uppers coming 
through lately ?” 


And on and on. In fact, a dic- 
tionary has been published contain- 
ing all of the terms, phrases, and 
symbols peculiar to our business. 
The tobacco auctioneer has nothing 
on us, particularly when our equally 
confusing jargon falls on the ears 
of Mr. and Mrs. Public. 
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Maybe it doesn’t make so mucn 
difference in selling a builder or a 
contractor. They know the lan- 
guage too. But it makes a big dif- 
ference in selling that tremendous 
consumer market that so many 
dealers are finding a_ veritable 
bonanza. Yes, that’s right; for a 
whale of a volume of lumber, as 
well as all other building materials 
are being trundled off each day in 
the trunk or on top of Mr. Public’s 
automobile, or in the pick-up or 
stock truck of Mr. Farmer—ac- 
companied by the solid ring of the 
dealer’s cash register. 


CONSUMER MARKET GREAT 
WuHuy is this consumer market 
so great? Well, there are many 
reasons. Home owners (incidently, 
at an all-time high) have found it 
tough to locate anyone to do work 


around their home, at a price they 
can afford to pay; so they are doing 
it themselves. Also, with a large 
percentage of work now being done 
on a five-day week basis, many 
thousands of men have a whole 
day, not including Sunday, to work 
around their home. Which also 
may account for the fact that the 
home woodworking hobby shop is 
the fastest growing hobby in the 
country today. 


It certainly is a bonanza. There 
are dealers who gross over a mil- 
lion dollars annually out of a sin- 
gle yard, without a single contrac- 
tor customer; and hundreds more 
are enjoying a highly lucrative 
volume on a lesser scale on the 
same basis. 


What do these people buy in the 
lumber line? Boards and dimension 
for shelves, storage rooms, work 
benches, fences, cold frames, toys 
for their children, new porch floors 
and ceilings, lawn furniture, stock 
for hobby work, recreation rooms. 
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ping pong tables, breakfast nooks, 
and thousands of items for other 
uses, 

And this does not include the 
broad field of major remodeling, 
more and more of which is being 
carried out by the home owners 
themselves. 

To sell lumber to the consumer 
trade, however, certain accepted 
methods of consumer merchandis- 
ing must be applied. 

First comes advertising. Impor- 
tant? Yes indeed; for you must 
crystallize an idea in a customer’s 
mind into an active buying urge. 
And you must slant it just right to 
touch off the spark that will bring 
him into your yard. 


CONVINCING THE CUSTOMER 


HERE is where you must forget 
the language of the trade, for in 
most cases standard lumber termi- 
nology is so much Greek to the 
average consumer. After all, in 
your advertising you want to con- 
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SELL the package in your advertising. 

[hat is how the customer is considering 

what you are selling. Many successful 

advertising programs are planned on the 

imple formula of a picture, followed by 

. brief, clear description, and always in- 
cluding the price. 


BuILDING Propucts MERCHANDISER 


vince a prospect of three things: 
1) that he wants what you are sell- 
ing enough to do something about 
it; 2) that he can do the job satis- 
factorily; 3) that he can afford it. 

The average consumer doesn’t 
know how to figure board feet. You 
may write a red hot ad that con- 
vinces him that he wants a job, and 
that he can do it. But you give him 
a bfm price and that stops him. 
The reason—he has a fair idea of 
how much he wants to spend. He 
holds back because he is afraid that 
when he comes in to talks to you, 
you'll quote him a price far over 
that amount. 

Dealers who are doing a splendid 
consumer selling job with lumber 
are handling their copy like this: 


“Change that cellar space into a 
beautiful, livable room in knotty 
pine. Easy to apply. A source of 
lasting enjoyment. Only $.... will 
provide enough of this fine lumber 
to finish an average room 10 feet 
by 16 feet. 

“You can always use extra stor- 
age space. Build a wall of shelves 
10 feet long and 7 feet high for as 
little as $..... 

“For that work bench you’ve been 
wanting. Build it yourself. Lumber 
for an 8 foot bench, 24 inches deep 
will only cost $..... A lifetime of 
usefulness and pleasure.” 


Plywood may be handled on a 
square foot basis. Everyone can 
figure on a square footage basis. 
But here again, if you can give the 
customer an idea of how much a 
project will cost him, you are get- 
ting over the hardest hurdle in 
advertising; for when a person sat- 
isfies himself that he can afford it, 
he’s sold. 

So you have done that part of 
your merchandising program well. 
The customer walks into your office 
and says, “Mr. Dealer, I saw your 
ad in the paper about that base- 
ment room.” Now what? 


IMPORTANT SALES TOOLS 


THERE are two more important 
sales tools that you have to use to 
convert that wood prospect into a 
customer. One of these is display. 
Dealers have been attempting for 
years to work out a means of dis- 
playing lumber in their stores and 
offices. Many have used various 
types of paneling on the walls. This 
is good up to a point. Others have 
kept short pieces of various dimen- 
sions and species somewhere in their 
office, but these soon become soiled, 
and are hard to keep in order. Too 
many have given up trying to dis- 
play lumber, and tell the pros- 
pect, “Go out in the yard and see 
Joe. He’ll show you.” 








DISPLAYS such as these are both prac- 

tical and effective; will save thousands 

of steps and many hours in making smal) 
unit sales. 





HARDWOOD plywood cabinets like the 
above are self-service units, designed for 
the home workshop and hobby trade. A 
wide variety of thicknesses and species 
are carried in this space-saving display. 


Take a look at the sketches of 
lumber displays on this page. You 
have seen these and other similar 
exhibits at conventions and shows 
for years. Why not in your store? 
They are neat. The amount of space 
required is neglible. And you can 
be sure that any of them will pay 
for themselves over and over again 
in time saved to show an unin- 
formed customer what he needs for 
his job. 

As for plywood display, many 
good ideas are in practice. Some 
dealers prefer a swing rack, on 
which can be mounted all types of 
plywood and sheet board products. 
These are good. 


STOCK MOVED INTO STORE 
OTHER dealers, who found that 


the bulk of their plywood sales were 
in lots of three or less 4 x 8 pieces, 
moved their stock right into the 
store, mounted them on store sleds 
sd the pile would be off the floor, 
and put an attractive price poster 
on top. They enthusiastically swear 
that the space allotted to this type 
of display is the most profitable in 
the entire store. 

This idea has been refined even 
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SMALL unit sales require efficient handling in your yard. A 
small, multi-purpose saw in the lumber shed makes possible 
the quick handling of special orders, so often requested by 


consumers. 


further in the sale of hardwood 
plywoods. A system worked out by 
several leading plywood compa- 
nies provides an attractive cabinet 
that contains a stock of 30” x 60” 
plywood sheets in mahogany, birch, 
_ walnut, and oak. 

Designed primarily for the boom- 
ing home hobby market, the cabi- 
net offers an attractive storage 
space for the plywood, as well as 
offering a valuable point of sale 
display. The customer can slide the 
pieces in and out, examine the 
grain, and select the piece or pieces 
he wants. 


The company also supplies an ad- 
vertising mat service and ideas that 
help to sell this type of merchan- 
dise. Dealers have found that this 
type of display, with the suitable 
advertising provided, can turn its 
inventory over several times each 
year. 

SELLING THE JOB 


THE final sales tool to be coordi- 
nated with advertising and display 
is perhaps the most important of 
all. That is your own personnel. 
The customer comes in to buy for 
a particular job he has in mind. 
You sell him that job, and open the 
door to a wide variety of other 
items that you carry. Pointing out 
what these items are is known as 
suggestive selling; and the extent 
of success you enjoy with it de- 
pends on the ingenuity and knowl- 
edge of the salesman. 

Along with lumber and plywood, 
the customer will need nails or 
screws; perhaps paint, brushes, 
thinner, filler, millwork, trim, hard- 
ware, tools, sandpaper, and good- 
ness knows what else. A good sales- 
man, however, can find out, and 
ean see that the customer won’t 
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PANELING of office and salesroom gives the customer an ex- 
cellent idea of the finished job. Care must be exercised to 
avoid confusion by trying to display too many types of lumber 


and plywood by this means. 


call on a competitor to pick up 
something he forgot when he was 
in your store. 











MANE EE OOOO’ 


Ns , 
az 






A LUMBER DISPLAY 
AROUND A PILLAR — 


OR A SINPLE 
LEAN RACK 











MANY dealers have found the above type 
of display effective. Boards are partly 
finished to show before and after appear- 


ance. 


Some of the larger jobs that your 
consumers want require a lot of 
cash. With the trend definitely 
toward package selling, it is highly 
advisable for you as a material 
dealer to have credit facilities avail- 
able for the man who wishes to pay 
in installments. After all, we are 
competing for his dollar with many 
other industries that provide credit 
payments, simply and painlessly. 
There are numerous sources avail- 
able so that the dealer does not have 
to carry his own paper. 

Finally, consumer selling pre- 
sents this problem. The volume can 
be terrific, but the unit sales are 
less. Each sale must be made with 
a minimum expenditure of the 
dealer’s time. That is why cor- 
rect advertising, display, and sales- 
man effort must be applied. 

Oftentimes a small bill must be 
cut to size other than standard. 
Many dealers have mounted a port- 
able saw in their sheds so that such 
service can be rendered quickly 
and economically. 

A smoothly-operating consumer 
merchandising program is no more 
fuss and bother than any other type 
of business. It offers the warm 
security of consistency. It is not 
seasonal. And ask the man who is 
engaged in it, about the profits. Be 
sure you’re right at the point of 
sale and the rest will take care of 
itself. 





Subsequent articles in this 
series will discuss the point of 
sale problems of other lines of 
building products that you han- 
die. Watch for them. There will 
be a wealth of practical ideas in 
every one. 
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ABOVE are two conveyor sys- 
tems that save many material han- 
dling hours. The one on the left 
is a powered belt conveyor at the 
Grier Lumber company, Cheyenne, 
Wyo. The machine is here at work 
transporting millwork from the 
truck unloading dock to the second 
floor storage space. 


One important feature of the 
power belt-conveyor is the revers- 
ing mechanism to provide a quick, 
careful method for taking material 
back out of otherwise difficult stor- 
age spots. Extensions can be added 
to shoot material to far corners of 
rooms. These extensions can also 
be raised easily to provide proper 
handling height as piles of material 
are built up above floor level. 


On the right is a gravity con- 
veyor in the building products store 
of J. F. Heabel and Co., Cedar Rap- 
ids, Iowa. In down position, the 
slide speeds packaged goods to the 
basement storage area. It elimi- 
nates the dangerous and time-con- 
Suming practice of men carrying 
loads down the stairs. Hooked in 
u») position, the chute becomes a 
protective barrier on the open side 
of the stairway. The pipe serves 
as a hand rail. This conveyor was 
built at the yard from wood fram- 
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ing and heavy gauge metal sheet- 
ing. 


HYDRAULIC LIFT 


Geared to cab-over-engine 
body, it speeds deliveries 


PROMPT deliveries with the 
minimum of manual labor is the 
goal of all good materials dealers. 
There is a definite trend toward 
mechanization—in the yard, shop, 
warehouse and store—where such 
equipment has proved itself. 

In Salt Lake City, the Lake Lum- 
ber & Hardware Co. has installed a 
special hydraulic lift on a cab over 
engine truck to speed unloading of 
materials. The body can be raised 


to any angle desired by the driver 
seated in the cab. 





Lumber tied in bundles slides off 
easily without damage. One test 
disclosed that 130 bags of cement, 
hand-loaded in 30 minutes, were 
unloaded in five minutes with the 
use of the hydraulic body. 





DISPLAY RACK THAT WORKS LIKE GIANT SIZED CATALOG 


THE panel rack (right) 
at J. F. Heabel and Co’s 
building products store 
in Cedar Rapids, Iowa, 
rings the bell for attrac- 
tive, functional design. 
Notice that panels are 
not hung from a center 
point but along. the 
length of the display. 
Hence every pair can be 
opened far enough for 
complete, convenient in- 
spection. They are also 
the proper height for 
easy eye-level reading. 


But the smartest fea- 
ture of this display is 
the way pairs of panels 
open up to show samples of the 
product on one side and descriptive 
literature on the other. Customers 
can thumb through the display cat- 
alog-style, acquainting themselves 
with the features of various prod- 
ucts. Or salesmen can use the dis- 
play to give a forcible sales pres- 
entation of the products illustrated. 








A great variety of products from 
roofing to moldings lend themselves 
to display on such a rack. In fact, 
Heabel’s uses some pairs of panels 
entirely for literature on such 
products as complete kitchens. The 
panels then become, in effect, an 
oversized sales manual, convenient 
for the salesman to use. 
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Executives Are Not Born-- 


They Make Themselves! 


A composite profile made from a 12-year study of hundreds of 
building products merchants who have enjoyed better-than-average 
financial success while rendering superior service to their community 


By ARTHUR A. HOOD* 


Editor, American Lumberman 
and Building Products Merchandiser 


HE CHARACTERISTICS 

which make for executive 

success and leadership are both 
numerous and diverse. 


They include emotional qualities, 
monetary know-how, mental abili- 
ties, selling aptitudes, moral con- 
victions, merchandising sense, per- 
sonality assets, political judgment 
and the ability to handle people. 


Some of these attributes are 
more important than others; none 
can be dispensed with. All of them 
are characteristic of successful 
managers of retail lumber and 
building products businesses with 
some very important and special 
ones besides! 


Executive positions in this busi- 
ness range from yard superinten- 
dent through office and credit man- 
agers, sales managers, branch and 
department managers, general 
managers, on up to owners who 
manage their own business. 

The higher the echelon of man- 
agement, the more important are 
the personal characteristics which 
placed the executive there because 
it is highly probable that those 
are the attributes which will make 
it possible for lesser executives to 
reach top positions. 

Let us picture in our minds, then, 
a composite individual made up of 
the positive attributes of all suc- 
cessful top management in the 
field of lumber and building prod- 
ucts retailing. 

What would he look like—act 
like—be like? 


HIs most predominant character- 
istic would be his emotional make- 


up. 


*This is the first in a series of articles under 
the title, “Dealer Management Review.” 
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POWER 
PROFIT SENSE 
POSITIVE PERSONALITY 
JUDCEMENT 
CHARACTER 


KNOW LEDGE 


AMBITION 





POSITIVE attributes that characterize 
top management. 


We would find him an emotion- 
ally mature and stable person 
propelled by a strong desire for 
achievement. 

Evident would be his craving to 
excel, his love of material rewards, 
his competitive spirit and his mo- 
tivation to have a distinctive name 
and place in the world. 

He likes responsibility, makes 
decisions readily and easily, takes 
orders cooperatively from proper- 
ly constituted authority, and has 
a strong spirit of service to his 
stockholders, his customers, his 
employes and the community. 

He reacts constructively to dif- 
ficulties, defeats and discourage- 
ments, and has a ruggedness in the 
face of tough and unpleasant situa- 
tions. 

He loves order and efficiency, 
while detesting confusion and 
waste. 

He accepts the responsibilities 
of management and therefore 
blames himself more often than 
others when things go wrong. 

NEXT in importance to his emo- 
tional attributes will be his ability 
to handle money. 


He is a confirmed capitalist and 
private enterpriser. 


He is thrifty and provident, with 
a realistic attitude toward the value 
of a dollar. 


He knows the meaning of inter- 
est, the value of cash discounts 
taken and how to invest money to 
make more money. 


He is a budgeteer, a student of 
cost reduction techniques and an 
abhorer of unnecessary expense. 


He knows what and when mer- 
chandise is saleable at a profit. 


From boyhood he kas been a suc- 
cessful trader, he can _ translate 
goods into money and vice-versa 
with facility. 

He knows a bargain when he 
sees one in buying and what will 
appear as a bargain when offered 
to customers. 


He has a strong profit sense and 
knows how to seek and get a profit. 


He is an excellent double-entry 
bookkeeper—a master of debits 
and credits. 

He knows his profit and loss posi- 
tion each month. 

Profit-getting is a habit with him 
but he knows the risks of business 
and when to take a loss. 

He is an excellent collector! 

He knows how-to set sound profit 
goals that attract capital and the 
confidence of bankers. 

He sees money-making possi- 
bilities clearly. 

He often uses the money of 
others to make profit for himself 
and accepts the fact that profit and 
proficiency are inseparable. 

His mind is marked by an in- 
tense curiosity about what makes 
people and things tick! 

New ideas and methods are his 
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EFFECTIVE coordination of diversified management activities is the function of the retail 


meat, but his realism sifts the 
wheat from the chaff. 

He has a passion for facts— 
more facts—all the facts. He stud- 
ies continuously. 

He understands the psychology 
of handling people constructively 
and how to use it. 

He has the capacity for prompt 
(but not snap) judgments and has 
developed the habit of being right 
in the great majority of his deci- 
sions. 3 

He is mentally alert, imagina- 
tive, resourceful and ingenious. 

He has a detailed knowledge of 
the business as a whole. 

His foresight is exceptional but 
he knows how to profit by hindsight 
too! 

Writing good letters and think- 
ing on his feet are two of his at- 
tributes. 

He studies the higher-up’s jobs 
and strives to qualify for a larger 
management sphere when called 
upon. 

HIS PERSONALITY ATTRIBUTES 

His personality is positive, 
friendly and cheerful. 

It is easy for him to make 
friends and he makes lots of them 
in all walks of life. 

He is modest, good natured, loyal 
end enthusiastic. 

People’s confidence is inspired 
by his habitual decisiveness, steadi- 
hess under stress, trustworthiness 
ond tact. 

He is truthful, straightforward, 
honest and frank, but these are 
tempered with courtesy. 
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building products executive. 





Practical Experience Created This Pattern of Success 


Few successful men, whether sales- 
men or executives, are sufficiently ob- 
jective to analyze the causes of their 
success. This material, therefore, is 
based on what successful executives 
did rather than what they said of 
themselves. It is sifted from data 
recorded on the job. 

Obviously, the paragon revealed 
by this profile does not exist. The 
pattern may be used as a goal by the 
up-and-coming individual who seeks 


to make the most of the opportunities 
in this business. 


Executives-on-the-make can use 
this pattern to shape their careers 
with a reasonable assurance that the 
nearer they approach this idealistic 
concept, the greater the probability 
of success. As the rooster said to 
the hen when he rolled the ostrich 
egg into the chicken yard. “Here is 
something to shoot at!” 





He is a good listener, always 
welcomes suggestions and is invar- 
iably considerate of others. 

His personality reflects a life- 
time ambition to earn the love and 
respect of his fellow men. 


BECAUSE the No. 1 problem of 
management is human relations, he 
constantly studies that area for 
more cooperative techniques. 

He strives to be impartial, toler- 
ant, patient, slow to blame, sym- 
pathetic and encouraging. Favor- 
itism is not in his book! 

The health, welfare, protection 
and security of those within his 
jurisdiction are his constant con- 
cern. 


He would like to install profit 
sharing if he could figure out a way 
of loss sharing too! 


The progress of men under him 
is one of his greatest satisfactions. 
He continuously seeks ways and 


means to provide greater oppor- 
tunity for growth and progress 
among those under his direction. 

He is generous with praise and 
sparing with blame. 


ABILITIES IN HANDLING EMPLOYES 


HE CAN imbue employes with the 
belief that the business is operated 
in their interest as well as that of 
stockholders, customers and the 
public. 

He knows how to use the con- 
ference and discussion method in 


_ getting better results rather than 


lecturing and preaching. 

Complex problems become simple 
and understandable when he ex- 
plains them. 

All those responsible to him hold 
a sense of their importance in the 
business. 

He can inspire, stimulate and 
spur men to greater productivity. 

He can allocate responsibility 
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EXPERIENCE plus knowledge is the background of the successful 


manager. 


with the necessary authority while 
retaining broad control. 

When reprimanding he does it in 
private, when praising he does so 
in the presence of others. 

He knows the sources of teach- 
ing aids and how to use them ef- 
fectively. 

He believes in non-monetary as 
well as monetary incentives and 
uses them both for more produc- 
tive work. 

He can sell top management 
policies, plans and programs to em- 
ployes—explain away resistances, 
overcome resentment and secure 
enthusiastic cooperation. 


When recruiting and selecting 
men he can appraise their weak- 
nesses, understand their limita- 
tions and bring out the best capac- 
ities in the men he employs. He 
can spot a good man when he en- 
counters one, but he appreciates 
and uses scientific interviewing and 
testing techniques when selecting 
men. 


He develops a runner-up among 
his subordinates to take his place 
if circumstances make it necessary 
or desirable. 


He sells people on doing what he 
wants them to do, willingly, cheer- 
fully, enthusiastically, loyally and 
to the best of their ability. 


MORAL COMPUNCTIONS 


TO HIM a business franchise is 
a public trust. He accepts a four- 
fold responsibility to investors, to 
consumers, to employes and to his 
community. He balances his deci- 
sions in the interest of all four! 


He believes in the Golden Rule 
as a practical operating philosophy 
and has faith that if he treats men 
right, they will do likewise. 

He has a strong sense of what is 
right and when convinced of the 
right, he is not easily influenced. 

The responsibility to set a wor- 
thy example is uppermost in his 
mind, so he strives to maintain 
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self-discipline and exemplary per- 
sonal ethics. 

He hates injustice and never 
holds a grudge. 

He keeps his promises! 

He holds a strong sense of ob- 
ligation and responsibility to his 
employes and his loyalty never 
wavers. - 

His faith is well founded, in God 
and his fellow men. 


SELLING PROCLIVITIES 


ONE of his principal attributes 
is a capacity for salesmanship. 

He is an excellent market analyst 
with a nose for items needed and 
wanted in the community. 

He knows the power of adver- 
tising and selling in creating wants 
and how to use it. 

He has a flare for display and 
publicity. 

He is an overcomer of sales re- 
sistance and a dissolver of sales 
objections. 

He continuously employs sales 
promotion as a volume-producing 
technique. 

He is an expert negotiator and 
a master of the hard-to-make sale. 

He believes that business cannot 


stand still—that_ selling never 
should stop, and that continuous 
expansion of volume and profits is 
obligatory as long as the commun- 
ity grows. 

Sales research and advanced mer- 
chandising tests frequently merit 
his attention. 

He knows that selling in the 
building industry requires the co- 
operation of building tradesmen, 
contractors, architects and realtors. 
The securement of such coopera- 
tion is a specific part of his sales 
efforts. 


HIS SOCIAL AND POLITICAL PHILOSOPHY 


HE Is a liberal-conservative usu- 
ally found just a little right of 
center. 

He believes in the Constitution, 
the Bill of Rights, and human free- 
dom limited only by laws and 
ethics. 

He votes consistently and works 
for and contributes to his Party. 

He is a leader in his service club, 
an active member of the _ local 
Chamber of Commerce, a church 
worker, and active in youth work in 
the community. 

He is often to be found on the 
City Planning Commission, the 
school board, and the directorate of 
a bank or building and loan asso- 
ciation. 

He is a family man with a strong 
sense of obligation to public and 
community service. 

He is determined to build an ex- 
ample of free private enterprise 
functioning at its best! 

In short, our hero (for he is 
surely that by this time!) is a 
Master of Markets, Materials, 
Methods, Machinery, Money and 
Men! 





The Other Side of the Story 


An analysis of the successful executive would not be complete without a 
portrayal of those negative characteristics which were found in managers who 


failed. Some of these include: 


Bullheadedness Smugness "Smart Aleck" 
Carelessness Wastefulness "Stuffed Shirt" 
Insincerity Recklessness Profligacy 

Cynicism Gambling Too Rugged Individ- 
Procrastination Profiteering ualism 

Laziness Intolerance Unbridled Temper 
Ignorance Bad Bookkeeper Lack of Capital 
Over-confidence Poor Housekeeper Poor Judgment 
Prejudice Buck-passing "Public-be-damned" 
Indecisiveness Over-indulgence Failure to Plan 
Arrogance Over-expansion Crass Selfishness 
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News of National Interest from Organized Dealer 





WHY SHOULD YOUR LUMBER 
YARD SPONSOR A GROUP 
INSURANCE PLAN? 


1. Group insurance can be used 
as an incentive to hire new em- 
ployees and to keep present em- 
ployees. Help-wanted ads would 
not carry such statements as 
“Group Insurance Plan Available” 
if that group insurance did not ap- 
peal to the average worker and 
his family. Group insurance en- 
courages workers to continue in 
the Lumber Industry, for it helps 
to provide for the welfare and se- 
curity of the entire family. 

2. True group insurance is not 
available to the individual employee 
without the cooperation of his lum- 
ber yard. The individual can pur- 
chase only personal policies which 
are not as liberal and not as eco- 
nomical as true group insurance. 
On the usual personal policy there 
are many restrictions so that many 
items are not covered, and personal 
policies can be cancelled by the 
insurance company because of age 
or physical condition. With group 
insurance you do not have these 
undesirable features. By having 
a single master policy for the en- 
tire Association, every member 
and his employees and their fami- 
lies can be covered by true group 
insurance, regardless of the num- 
ber of employees in his yard. 

3. Many workers first get into 
financial hot-water because of a 
large hospital or surgical bill, or 
because they were without a pay- 
check for several weeks because of 
sickness or accident. When a 
worker gets heavily into debt, he 
tends to become disgruntled and 
will usually be your worst agitator 
and troublemaker. Group insur- 
ance will often keep workers from 
getting into serious and heavy debt 
and will help to keep your workers 
financially independent. Finan- 
cially independent employees are 
more contented and more produc- 
tive workers. 

4. In most industries group in- 
surance is regarded as a necessity. 
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If it is offered on a voluntary plan 
by your yard it will result in a 
more cooperative attitude among 
your workers. Management will 
be given the credit for this progres- 
sive and important program which 
is beneficial to both management 
and the average worker. 


5. There is considerable agita- 
tion to establish group insurance 
on a compulsory or even on a gov- 
ernment-operated basis with all its 
bureaucratic and _ socialistic ten- 
dencies. Such encroachment of 
socialistic and bureaucratic con- 
trols in this field only brings a 
similar encroachment closer’ to 
your own business. It is better 
for management to exercise leader- 
ship in this field on a voluntary 
basis. 

6. Any part of the cost that is 
paid by your lumber yard is a de- 
ductible tax expense. Your Asso- 
ciation believes that group insur- 
ance is a desirable feature which 
every retail lumberman should pro- 
vide for himself and his employees 
and their families. We believe 
that group insurance should be vol- 
untarily offered by management 
but that employees should pay a 
substantial portion of the cost. Be- 
cause of the tax structure and 
because of the mutual advantages 


to both your company and your 
workers, a modest participation i) 
the cost by your company is de- 
sirable. 


from Our Little Newspaper, Wisconsin 
Retail Lumbermen’s Association, 


SPECIAL DISCOUNTS 


Rebates declared illegal and 
subject to penalty when given 


The Wisconsin statutes prohibit 
special rebates or discounts to fa- 
vored customers. 

“Chap. 133.185. Secret rebates; 
unfair trade practice; prohibited; 
penalty. (1) The secret payment 
or allowance of rebates, refunds, 
commissions or unearned discounts, 
whether in the form of money or 
otherwise, or the secret extension 
to certain purchasers of special 
services or privileges not extended 
to all purchasers purchasing upon 
like terms and conditions, such 
payment, allowance or extension in- 
juring or tending to injure a com- 
petitor or destroying or tending to 
destroy competition, is an unfair 
trade practice and is prohibited. 

(2) Any person, firm or corpora- 
tion violating any of the provisions 
of subsection (1) shall be deemed 
guilty of a misdemeanor and upon 
conviction thereof shall be pun- 
ished by a fine of not more than five 
hundred dollars or by imprison- 
ment in the county jail for not to 
exceed six months, or by both such 
fine and imprisonment.” 

This means that a dealer may not 
give a favored contractor a special 
discount which is not given to all 
contractors. A dealer may feel he 
has the right, or in fact should fa- 
vor a contractor who buys large 
quantities of materials and pays 
his bills promptly. However, that 
is provided for by giving a general 
quantity discount or a discount for 
cash or for payment within thirty 





Status of Retail Lumber Business in Michigan 


Factor 
Lumber Stocks: 
House Building Lumber 
All Other Lumber 
Dollar Inventory 
Sales in Dollars 
Building Activity: 


Industrial 

Commercial 
Status of Accounts Receivable 
Length of Collection Period 
% of Cash Sales 


% of Installment Sales................ 


Wage Increases: 
Since 1939 
Since Jan. 1, 1948 
Status of Cost of Operation 


% of Yards 


% of Yards 
Showing 


No Change 


61 31 
48 45 
93 5 
74 19 


% of Yards 
Showing 
Decrease 


Showing 
Increase 


42 
57 
52 
42 
28 
53 
40 
74 


16 
14 


from Bulletin No. 23, Michigan Retail Lumber Dealer’s Association. 





January 1, 1949, AMERICAN LUMBERMAN & 








day 
lec 
has 
if 
fell 


not 


fron 
Ret: 


TIN 


you! 
n in 
de- 


ynsin 


and 
yiven 


1ibit 
» fa- 


ites ; 
ted ; 
nent 
inds, 
ints, 
y or 
sion 
ecial 
nded 
upon 
such 
n in- 
com- 
ig to 
ifair 
od. 

ora- 
sions 
>med 
upon 
pun- 
1 five 
ison- 
ot to 
such 


y not 
ecial 
o all 
el he 
d fa- 
large 
pays 
that 
neral 
t for 
hirty 


rds 
1g 
se 


AN cy 


lays or whatever other terms are 
lecided upon. The contractor who 
1as the money can take advantage 
f that discount while the other 
fellow who has not the money may 
not be able to take that advantage. 


from Our Little Newspaper, Wisconsin 
Retail Lumbermen’s Association. 


TIME PAYMENTS 


Case history of how one 
dealer makes them pay off 


Here is an answer compiled by a 
lumber dealer who made the follow- 
ing sales in four days to eight cus- 
tomers rated by the finance com- 
pany as better-than-average risks: 

No. 1. A $4000 barn, 30’ x 60’. 
Thirty-six month term on $2500. 
Annual payments. Farm and all 
chattels clear of encumbrance. 

No. 2. Painting, shingling and 
heating plant job amounting to 
$400. Monthly payments on $360, 
extending over a 36-month term. 
Property clear of encumbrance. 
Owner is a plasterer -and stucco 
contractor with an income in ex- 
cess of $300 a month. 

No. 3. A $2000 poultry house. 
Annual payments on $1500 for 
three years. Farmer has a chattel 
mortgage of $800 on equipment 
valued in excess of $14,000. A 
repeat time-payment sale from 
dealer. 

No. 4. Home repair job amount- 
ing to $300. Owner is a carpenter 
who will do the work himself in 
spare time and pay for the mate- 
rials in monthly installments. 

No. 5. Attached garage, $1200. 
Monthly payments on $1000 for 36 
months. Owner is a plumber who 
is doing the work himself. 

No. 6. New porch and plumbing 
amounting to $700. Monthly pay- 
ments on $600 for three-year term. 
Customer is a railway express 
clerk. A repeat time-payment sale 
from dealer. 

No. 7. Miscellaneous home re- 
pairs amounting to $600. Time 
payments on $500 for 36 months. 
A railway employee with a steady 
job. 

No. 8. Modernized farm house 
kitchen for $400. Time payments 
on $300 for 24 months to be paid 
by the wife out of “butter and 
egg money.” 

Cash sales of $9600 for the 
dealer. No collection problems. 
No competition. A _ bright and 
shining example which proves that 
installment selling works in the 
lumber yard as well as in any other 
retail establishment. 


from Plan, official magazine of the Mid- 
e Atlantic Lumbermen’s Association, 
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Advertisement 


Advertisement 


Packard Formsteel Announces 
The New 1949 Merchandising 
Plan for Increased Bathroom 
Cabinet Sales ...... 


A new and proven merchandis- 
ing idea, designed to promote and 
stimulate steel bathroom cabinet 
sales and profits is announced to 
the. lumber and building material 
jobber and dealer by the PACK- 
ARD FORMSTEEL CORPORA- 
TION of Chicago, through its 
president, Irvin E. Berger. 

WAY TO SELL IS TO DISPLAY 

After eleven successful years in 
the steel medicine cabinet field, Mr. 
Berger is convinced that the only 
way to profitably sell and merchan- 
dise bathroom cabinets and other 
building specialty items is to dis- 
play them prominently and attrac- 
tively where customer traffic is 
heaviest. Berger is convinced that 
the 1949 building program of one 
million new homes and apartments 


offers unlimited opportunities for 


the aggressive, wide-awake sup- 
plier of lumber, building materials 
and building specialties. This is 
PARTICULARLY true of the lum- 
ber dealer and jobber who are in 
the favored position of being able 
to supply approximately 90 per cent 
of all building materials for the 
home from cellar to attic. 
MODERN LUMBER YARD 
A SOURCE FOR MANY ITEMS 

The goals that can be achieved 
have already been proven by many 
lumber dealers and jobbers who 
have in the past and are today 
successfully merchandising and 
selling building specialty items for 
the two most important rooms in 
any home or apartment—the bath- 
room and the kitchen. Attractive 
displays of hardware and furnish- 
ing items have resulted in sales 
hitherto made by others in the 
building supply field. 

NEW MODELS OUTMODE OLDER TYPES 

Steel medicine cabinets have 
moved to the top of the list as a 
volume sales item. Attractively 
styled and moderately priced they 
have become a necessity in every 
home plan. New 1949 models out- 
mode older types thus enhancing 
sales possibilities for those jobbers 
and dealers who are aware of the 
competitive nature of all specialty 
selling in general but bathroom 
cabinets in particular and will take 
steps to insure a good volume re- 
gardless. 


In the steel medicine cabinet field 
the selection of a high quality non- 
competitive line should be the first 
consideration. Of second, but of no 
less importance, is proper planning 
and merchandising. The individual 
or contractor who is building a 
home or an apartment today wants 
to see a comprehensive selection of 
the materials being used. More 
than ever the buyer is conscious 
of price, styling and quality. The 
building material jobber or dealer 
who makes it easiést or most con- 
venient for his customers to make 
selections will get this business. 


“YOU HAVE TO SHOW IT TO SELL IT” 

The PACKARD LINE FOR ’49, 
America’s newest, complete line of 
seamless Steel Bathroom: Cabinets 
obviously not only offers a wide 
range of sizes and styles in all 
price ranges, but what is equally 
important—A REALLY EFFEC- 
TIVE METHOD FOR CONVEN- 
IENTLY DISPLAYING AND 
MERCHANDISING THE PACK- 
ARD LINE WITHOUT EXPENSE 
OR ELABORATE PREPARA- 
TION. 

DEALER-JOBBER DISPLAY STAND 

Every PACKARD jobber and 
dealer is offered a very attractive 
portable display stand on which 
can’ be mounted any 4 out of 25 
models in the PACKARD line. This 
display stand can be placed any- 
where on the dealer’s floor. It is 
constructed of heavy furniture tub- 
ing, attractively finished, over 
which are attached steel recess pan- 
els enameled in a pleasing color 
combination. 

The display unit .is 72 inches 
high and 30 inches square at the 
base. Shipped knocked down with 
instructions for simple assembly. 

FREE WITH PACKARD LINE 

This display unit is available 
WITHOUT COST with the PACK- 
ARD line to authorized PACKARD 
jobbers -dealers together with 
brochures and all advertising as- 
sistance and sales helps. 

For further details see advertise- 
ment this issue, pages 4 and 5, or 
write direct to PACKARD FORM- 
STEEL CORPORATION, 3354 
NORTH CRAWFORD AVE., CHI- 
CAGO 41, ILLINOIS. 
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MERCHANDISING Cézece 


$1600 PER THOUSAND! 


Ever try to sell Ponderosa pine 
(glued up stock) at $1600 per thousand 
board feet? 


“No!” or “It can’t be done” or words 
to that effect. 


Department stores are doing it and 
at the very time there is much talk of 
softening lumber prices. Furthermore, 
it’s the same species and grade found 
in practically every lumber yard. 

How? 


The answer is found, not as boards 
at so-much-per-thousand but in figur- 
ing out an ingenious end use and sell- 
ing the use instead of pieces of lum- 
ber. 

If you’ve been reading the depart- 
ment store ads you’ve no doubt en- 
countered the decorator’s delight kit 
which sells for $1.69. The illustration 
shows some mighty interesting uses. 
Various things that can be made to fill 
that vacant spot on the wall to hold 
colorful gadgets. Many husbands nail 
or glue the pieces together according 
to instructions. 

It may not be an item that belongs 
in a lumber yard but it shows what 
happens when the merchandising 
touch is applied to-ordinary lumber 
to cause women to come in droves to 
buy it at $1600 per thousand board 
feet! 

ae * 


The day dream of today is the 
reality of tomorrow. 


WHEN BOARDS ARE NOT BOARDS 


Those white specks in Douglas fir 
lumber, which caused somewhat of a 
furore recently, have been turned into 
a spectacular merchandising oppor- 
tunity. It has been found that boards 
of this type are not boards at all but 
interior paneling with almost unlim- 
ited possibilities. 

It was ever thus! Liabilities in- 
variably turn into assets. Research 
turns its guns upon the problem and 
usually comes up with an answer. 
Remember pecky cypress? Once you 
couldn’t give it away. Then some 
smart merchandiser came along and 
turned it into a highly popular in- 
terior finish, Same way with knotty 
pine. Now comes white speck lumber 
being used currently as paneling in 
the nation’s finest homes and many 
other places. It can be finished easily 


and inexpensively to match any deco- 


rating scheme and never needs re- 
touching . .. a highly important fac- 
tor in these days of high labor costs 
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and expensive, fragile wall decora- 
tions that need constant care and 
replacement. 


Only question is can lumber dealers 
sell interior decorating instead of 
boards? There’s a big difference! 


* 3% * 


The good talker can never hope 
to be as popular as the good 
listener. 


* 


DON'T STOP DREAMING 


Speaking of daydreams reminds us 
again of the song in a recent hit show 
which suggests it is always wise to 
“look to the fellow who follows a 
dream.” 


Once upon a time the daydreamer 
was looked upon as an impractical 
fellow but today it is different. So 
many great achievements have come 
from daydreams that it is impossible 
to check them off as a liability. Be- 
sides it’s fun! A friend of ours who 
was moderately successful for many 
years, but no great shakes as a busi- 
ness man, finally broke forth and 
made a fortune. 


“Why didn’t you do it before?” 
asked his friends. 

“Well, Ill tell you,” was his re- 
ply. “If I’d have done it sooner I 
would have missed the fun of several 
years of daydreaming.” 


The worst thing about day- 
dreaming is that so many 
merely dream ... and never 
get around to doing anything 
about it. 


WHY THE BY-PASSING! 


Someone told us recently that 78 
percent of the new building materials 
that have come out since the end of 
the war are reaching the public 
through other outlets than lumber 
yards. 

We insisted on knowing why. This 
was his answer: 

“Once upon a time manufacturers 
pointed their sales effort to getting 
materials into the lumber yard. Now 
they scrutinize retail outlets in order 
to appraise the efficiency of the dealer 
as it pertains to his getting their 
products out of his establishment. 
That takes merchandising, advertis- 
ing, trained sales personnel, display 
and such other attributes, which make 
goods move. Many a manufacturer 


has been elated to find it compara 
tively simple to get dealers to try out 
a new product, only to be told on the 
next call that it didn’t move. Hence 
the fine-tooth combing for outlets that 
can supply the motive power to make 
things move.” 


Too many good years in a row 
can raise havoc with any sales 
force or the personnel of the 
finest retail establishment that 
ever existed. 


* 


DOING IT THE HARD WAY 


The man who thought up the price- 
per-thousand method of figuring lum- 
ber was more concerned about his 
own convenience than with public 
opinion. In those dim, distant days 
he probably had never heard of any 
such thing as good merchandising 
practices. No department store, mail 
order house, chain store or any other 
modern retail establishment would 
ever think of advertising or quoting 
prices at so much per ton, or at so 
much per gross to customers who 
want a pound or a piece. The unfavor- 
able reaction which follows quoting 
on a thousand feet of lumber, when 
most customers buy in small amounts, 
is all the more devastating when prices 
are as high as they are today. Tra- 
dition being what it is, the practice 
will, no doubt, continue despite the 
fact that none of lumber’s new found 
competitors have seen fit to adopt 
such a method. Without a single ex- 
ception they quote on units which 
make their products sound low in 
price, instead of high, as is the case 
with lumber. 


Big shots, according to Art 
Benson, are only little shots 
who keep shooting. 


"BIG 3"" LUMBER PRODUCTS 


Making a single bin of lumber serve 
all length requirements, not only 
eliminates the possibility of running 
out of traditional lengths in greatest 
demand, but speeds up turnovers, re- 
duces investment in inventory, saves 
space. End-matched lumber, now back 
on the market (fir or hemlock in floor- 
ing, ceiling, drop siding, sheathing 
and other items) is jam-packed with 
profit possibilities for dealer, con- 
tractor, ultimate user. It was highly 
popular before the war when prices 
were much lower. Under today’s con- 
ditions it naturally is going great 
guns. 
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Increase Your Sales... 


GENUINE FURNITURE woods 
“For The Crattaman Who Cares 


‘PLYWOOD. 


|PNE CABINET pay 
& 
FOR QUALITY Cpapr CRAFTS MaNsro 


pakee 


MANY Usec , 


Panelin 


with Aetna’s 


HARDWOOD PLYWOOD MERCHANDISER 


Now you can cash in on new ideas to build the sale of 
hardwood plywood. With Aetna’s plywood merchandiser, 
the ‘Easi-Sell’ Display Cabinet, plywood sells itself. It 
allows customers to see and select fine woods themselves— 
helps build a permanent repeat business and boosts your 
profits, 


The “Easi-Sell” Display Cabinet is handsomely finished and 
comes stocked with 60 pieces of 30” x 60” hardwood ply- 
wood including Walnut, Birch, Oak, Gum and Mahogany, 
the 5 most popular hardwoods. An attractive, space-saving 
addition to your plywood department. 


Dealers in 17 states are proving the value of this sales plan 
daily. You, too, can increase your sales and your profits. 


BUY THE CABINET AND 
YOU GET.... 


FREE ADVERTISING MATS 


—Cleverly designed eye- 
catchers to help build your 
hardwood plywood business. BIRCH: GUM 
Readily fitted into your reg- wa 
— ee MAHOGANY - OAK - WALNUT 








FREE FURNITURE PLANS ° 

. . ‘ |—Modern Side Table 
— Actual working plans " 
showing how to make fine 
furniture using hardwood 
plywood. Real sales-makers 
that increase your service to 
the customer, 


* % * 


Send for your free Plywood 
Buying Guide, Aetna’s Tele- 
ply Ticker price list. Gives 
up-to-date data on over 50 
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species of plywood. New 





products like WAL-LITE 

Tileboard, CONSOWELD Plastic Sheets, DECO-PLY Embossed 
plywood and glues, wood fillers, bleaches ... all available 
from our large warehouse stocks. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Branch Warehouses: Grand Rapids 4, 
Mich.; Richmond, Va. 


Sales Offices: Detroit, Mich.; Milwaukee, 
Wis.; Indianapolis, Marion, and West 
Lafayette, Ind.; Richmond, Va. 
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GETTY HARDWARE 


























See ee ee Pes 


No matter whether your casements are wood, steel or aluminum; 
whether they were prefabricated in New Jersey or carpentered 
on-the-job in New Mexico, Getty casement operators are your 
best bet. Engineered to the job, with over a quarter of a century 
of manufacturing experience, Getty operators are built with 
utmost dependability and life-long sturdiness. Thanks to modern 
casement hardware developed by H. S. 
Getty & Co., your troubles can be over. 
No. 4703 W Operator, with the Getty ex- 
clusive Internal Worm-and-Gear construc- 
tion, opens and closes the casement through 
the screen ! 





No more disturbing the screen each time 
in order to open or close the casement in a 
hurry. No more sticking, jamming adjusters. 
Your casements can be unlocked, opened 
wide (up to 105° with extension hinges!), 
closed again and securely and snugly locked—all without ever 
touching the screen. No. 4608 W Locking Fastener, designed 
especially for use with the 4703 W Operator, pulls the sash 
tightly to the frame and insures protection from drafts, rain and 
insects. You have complete casement control—and all with a flip 
of the finger! There's no effort, no fuss, no muss. 





Write for new Catalog E in color, fully illustrated with photo- 
graphs and complete installation details. Packed with readable, 
informative plans and specifications. 


WRITE FOR DESCRIPTIVE LITERATURE 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
43 








SEND FOR THESE: 


“Fenestra Metal Doors, Swing 
and Slide” is a new catalog just 
released by Detroit Steel Products 
Company, manufacturers of Fen- 
estra steel doors, windows and 
building panels. Planned for working 
and reference purposes for architects, 
contractors and builders, the catalog 
describes the new Fenestra stock hol- 
low-metal entrance door and also 
various other Fenestra stock hollow- 
metal swing and slide doors, frames, 
locks and hardware; gives installation 
instructions and specifications. Write 
Detroit Steel Products Co., Dept. 
AL&BPM, 3103 Griffin St., Detroit 
11, Mich. 


A new dishwasher sales promo- 
tion plan book, part of a continu- 
ing program “to build dealer profits 
through increased sales of 1949 dish- 
washers,” has been developed by Hot- 
point, Inc. The booklet tells the 
dealer how to use a dishwasher dem- 
onstration package, a national adver- 
tising reprint holder, a direct mail 
plan designed for use in any market, 
a gift certificate plan to promote the 
giving of Hotpoint appliances on spe- 
cial occasions, suggested displays for 
floor or window, give-away items, 
contest ideas, and newspaper adver- 
tisements and radio spot announce- 
ments. Write Hotpoint, Inc., Dept. 
AL&BPM, 5600 W. Taylor St., Chi- 
cago 44, Ill. 


Physical Properties and construc- 
tion specifications of Kaylo insulating 
roof tile are described in an 8-page 
booklet. Kaylo Roof Tile is easy to 
install and combines fire resistance, 
structural strength, and insulation in 
a single roof deck material. Write 
American Structural Products Com- 
pany, Dept. AL&BPM, Toledo 1, Ohio. 


Copies of the Bilt-Well bulletin, fea- 
turing Bilt-Well product develop- 
ments, are available to dealers. The 
October issue of the bulletin de- 
scribed recent improvements in Nu- 
Style Cabinets; the November issue 
showed Clos-tite Casements installed 
in various homes throughout the 
country. Dealers are invited to have 
their names placed on the Bilt-Well 
Bulletin mailing list. Write Carr, 
Adams & Collier Company, Dept. 
AL&BPM, Dubuque, Ia. 


Mexican Ponderosa Pine is the 
name of a brochure written in Span- 
ish and English available from 
United Export-Import Co., De Juarez, 
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BALES AND + LIMERATURE 


S. A—(P. O. Box 715, El Paso, Tex.) 
The company’s plant in Juarez to- 
gether with facilities in El Paso, is 
now ready to offer special service to 
the trade for any lumber item that 
can be manufactured from Ponderosa 
Pine. 


Yearbook of Forest Products Sta- 
tistics is a new publication available 
from Columbia University Press, Co- 
lumbia University, New York 27, 
N. Y. Columbia is also acting as 
agent for UNASYLVA, another fores- 
try periodical, international in scope 
published bimonthly by the Food and 
Agriculture Organization of the 
United Nations. 


This year’s calendar distributed by 
the Moore Dry Kiln Company, fea- 
tures the old darkey “Uncle Neas” in 
another chapter of his perplexing ca- 
reer. For a copy of calendar write 
Moore Dry Kiln Co., P. O. Box 4248, 
Jacksonville 1, Fla. 


PREVIEWS: 


After a half-million-dollar retooling 
program, the 1949 “All-New” Pure- 
aire Kitchens are rolling off Parsons 
assembly lines at the rate of hundreds 
a day. The new Pureaires are the 
result of more than 20 years of build- 
ing complete kitchens. Write the 
Parsons Co., Dept. AL&BPM, Trav- 
erse City, Mich. 


Mastic Asphalt Corporation, manu- 
facturers of Inselbric (insulating 
brick siding), announces the develop- 
ment and marketing of Inselwood, a 
new panel-type, shingle-design siding. 
Inselwood will be distributed by Mas- 
tice Asphalt’s national distributors. 
Write Jones & Brown, Inc., Dept. 
AL&BPM, 439 Sixth Ave., Pittsburgh, 
Pa. 


For the first time in history, 
builders and architects can specify 
Formica decorative plastic laminates. 
The reason is adoption by the Form- 
ica Company of the new “NEMA 
Standards for Laminated Thermo- 
setting Decorative Sheets.” The 
standards cover grades, thickness, 
color, finish, color fastness, dimen- 
sional stability and flexural strength, 
in addition to resistance to wear, boil- 
ing water, high temperature, stains 
and moisture. Write Formica Insula- 
tion Co., Dept. AL&BPM, 4501 Spring 
Grove Ave., Cincinnati 32, Ohio. 


Memorandum of Increased 
Freight Rates and Charges 


A new booklet prepared by the 
Union Pacific Railroad, is a mem- 
orandum of increased rates and 
charges. Of particular interest is 
a map of the United States showing 
boundary lines of various increase 
territories. According to numerous 
reports, the map is a _ sensation 





UNION PACIFIC RAILROAD COMPANY 


Gift 


Memorandum of 


Increased Rates and Charges 


AS PUBLISHED IN 


TARIFF OF INCREASED RATES AND CHARGES 
NO. X-162-A 


AND 


TARIFF OF INCREASED RATES AND CHARGES 
NO. X-166-B 


This publication is not filed with the Interstate Commerce Commission and thore 
| fore has not lawtul effect. The only lawful increases are those authorized in Master 
lj Tarifts X-162 and X-166-Series. 


W. T. BURNS. KG. CARLSON. 
RAL FREIGHT TRAFFIC MANAGER FREIGHT TRAFFIC “ANAGEI 


OMAHA NEBRASKA OMAHA. NEBRASKA 





among rate people. 
find this 62-page booklet of consid- 


Shippers will 


erable value. A copy may be ob- 
tained free of charge by writing to 
the freight traffic department of 
the Union Pacific Railroad, Dept. 
AL&BPM, 15th and Dodge Sts., 
Omaha, Neb. 


Prestile Wins Direct Mail Award 


Prestile Manufacturing Com- 
pany, manufacturer of pre-finished 
tileboard panels, has been selected 
for the Direct Mail Advertising 





Pasty r 
Sones 
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Last year White River completed 52 years of White River mill of 1896. With its forest 
lumber production. This year we begin our lands established as a vast tree farm, White 
53rd year. Today’s modern White River River plans to operate at about its present 
-_ plant stands on the same site as the original level on a sustained yield basis. 
ss N fod ENUMCLAW, 
al ITE RIVER LU BER CO., WASHINGTON 
e SINCE 1896 
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a ‘CHkl says “experience can tell’ 5 





will 
sid- 
ob- Bill Wright, superintendent of Portland Shingle 
B Mill.and Shake Plant, can tell you from his 41 years 
os of experience that it takes a lot of know-how to 
sts. produce high quality shingles and shakes. 
This know-how of skilled workmen together with 

first rate red cedar timber guarantees the high 
ard quality of Portland Brand Western Red Cedar 
om- Shingles and Skookum Tru-cut Shakes. : ae 
si Portland Shingle Co. has 4 mills strategically = 
ra located in the heart of the Red Cedar stand which pro- 


ducea constant supply of quality Red Cedar Products. 


When you order, know you are buying the best! 
WRITE OR WIRE FOR PORTLAND SHINGLE CO. DEALER PLAN TODAY 


PORTLAND SHINGLE CO. 


9036 N. DENVER AVE. e PORTLAND 3, ORE. 


Mills at: 
Ridgefield @ Kelso @ Quinault, Wash. © Portland, Ore. 


An assured source of Quality 
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Association’s 1948 Best of Indus- 
try Award “in recognition of its 
direct mail advertising campaign 
and the results achieved.’”’ The 
circular illustrated, is only one of 
the many colorful consumer pieces 
designed to stimulate dealer sales. 
The complete sales material is 
available free of charge from Pres- 
tile Manufacturing Company, Dept. 
AL&BPM, 2860 Lincoln Ave., Chi- 
cago 13. 


New Idea for Selling 
Packard Bathroom Cabinets 

In addition to a new, complete 
line of seamless bathroom cabinets 
just announced to the building ma- 
terial field, The Packard Formsteel 
Corporation has included a unique 
merchandising idea to help display 
and sell bathroom cabinets. Sup- 
pliers who take on the Packard line 
of bathroom cabinets are offered, 
without cost, a modern floor display 
stand on which are mounted any 
four (out of 25) models in the line. 
Customers can see for themselves 
in a natural mounted position the 
beauty and quality of each style. 


The stand is 72 inches high, 30x30 
inches at the base. Sturdily con- 
structed of furniture tubing with 
steel panels. It is shipped knocked 
down, and is extremely easy to as- 
semble. For complete catalog on 
the Packard line, and information 
on how you can get this display for 
your own showroom, write Packard 
Formsteel Corporation, Dept. AL& 
BPM, 3354 N. Crawford Ave., Chi- 
cago 41, Il. 


Stapl-On Drives 20 
Staples in 5 Minutes 

Stapl-On, the new hammer sta- 
pler, drives six staples in the time 
it takes to put in one tack the old 
way. This time-saving device that 
does any job that can be done with 
a hammer and tacks, drives 20 
staples in 5 seconds. The well- 
balanced weighted head of the tool 
takes 90% of the manpower out 
of tacking. Stapl-On can be loaded 
in 10 seconds with 140-50 gauge 
3” shear point staples. For com- 
plete details write The E. H. Hotch- 
kiss Company, Dept. AL&BPM, 
Norwalk, Conn. 
Paint Reinforced with Zinc, 
Titanium and Oil 

Celadri rubber paint, for all in- 
terior and exterior surfaces, dries 
rapidly to flat finish. No primer is 
required—just thin with water. 
Paint is applied with white-wash 
type fibre or any plastic or bristle 
brush, or with spray gun, white- 
wash gun or roller coater. Rein- 
forced with zinc, titanium and oil, 
Celadri paint does not chalk, craze, 
crack, peel or blister. It gives high 
coverage and dries hard overnight. 
Available in buff, green, light gray, 
dark gray, light blue, dark blue, 
tile red, dark red, light brown, dark 
brown, eggshell white. For de- 
scriptive folder write the Celadri 
Corporation, Dept. AL&BPM, Wil- 
liston Park, N. Y. 


Quick-Release Jiffy Jaw 

A quick-release Jiffy Jaw has 
been developed for the Duo-Fast 
Automatic Hammer Tackers. By 
simply slipping off a spring clip de- 
vice, the front jaw can be released 
giving access to the staple channel 
so that the machine can be easily 


cleaned. This new Jiffy Jaw can be 
installed on any model HT-550 and 
HT-750 Duo-Fast Hammer Tacker 
now in use. The addition of the 
Jiffy Jaw insures top efficiency per- 
formance of the Duo-Fast Hammer 
Tacker for tacking insulation and 
building papers in home construc- 
tion work. For further informa- 
tion write the Fastener Corpora- 
tion, Dept. AL&BPM, Chicago 14, 
Ill. 


New Palletruk Announced 
by Salsbury 

Rounding out the line of ma- 
terials handling trucks heretofore 
manufactured by the firm, Sals- 
bury Corp. now announces its new 
Palletruk which is the result of 
many months of cooperative work 
between materials handling engi- 
neers of one of the largest automo- 


(| 








Sustained Yield 


PONDEROSA PINE 


CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 


Industrial Box Shook 


Quality Lumber 
for 61 Years 


WINTON LUMBER SALES CO., Hoeday “7ower. MINNEAPOLIS 2, MINN. 
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| 1 WHOLESALE DISTRIBUTOR fully PORTABL 
- with BIG MILL accuracy and stamina 
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West Coast Lumber | $945. 
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(Cash price $735.) 
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Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 
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© MILLWORK 
_®@ MOULDINGS 
e SIDING 

ince © FLOORING 
This low-cost field-tested and proved mill can save time 
and money for tie men, re-loggers, smaller mill operators, 
farmers and others. Ruggedly constructed, yet so light 
that four men can dismantle it in the morning, load it on 
a a 1!4-ton truck, move it 50 miles, set it up and saw wood 


before supper. This saw mill is fast, dependable . . . can’t 
be beat for economical, accurate cutting. Send for com- 
4 plete information. 


Some dealer territories open. Write. 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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tive assembly plants on the west 
coast and design engineers of Sals- 
bury. The truck is equipped with 
two 9” forks, 48” long, spaced 9” 
apart, with tapered forward ends 
for ease in picking up practically 
any pallet. A 4” life is provided 
for ample clearance above floor and 
there’s the widely spaced four-point 
suspension that characterizes the 
Salsbury Turreteer or platform 
model. This truck is also fully 
articulated to permit handling pal- 
let loads over sharply pitched ir- 
regularities in floor levels without 
danger to load stability. It can ne- 
gotiate aisles but slightly wider 
than the pallet being handled and 
turns in its own length. Powered 
by the air cooled Wisconsin Engine, 


loads up to 4,000 lbs. are handled 
even on a 15° ramp, while the fully 
rotatable turret power unit pro- 
vides complete maneuverability and 
constant truck motion without the 
necessity for gear shifting. Write 
Salsbury Corporation, Dept. AL&- 
BPM, 1161 East Florence Ave., 
Los Angeles, Calif. 


Delta's 12-in. Tilting Arbor Saw 


Delta’s 12-in. Tilting Arbor Saw 
has a capacity comparable to that 
of a saw with a 16-inch blade. This 
feature according to the manu- 
facturer, permits the saw to handle 
a wider range of work than any 
other machine of its size and in 
its modest price field. Capable of 





Expanding Our Services 


in the CHICAGO AREA 


GEORGIA-PACIFIC and DANE CROOK 


Announce a New 


PLYWOOD and LUMBER 
WAREHOUSE 


(Wholesale Only ) 


Effective January 1, 1949, Georgia-Pacific Plywood & 
Lumber Company enters the Chicago market as successors to 
Crook & Company, 1805 Bryn Mawr Avenue. In joining 
forces with Georgia-Pacific, Dane Crook will be in position 
to offer better and more complete service to the trade than 
ever before. In addition to doors, mouldings and a general 
line of millwork, the warehouse will be stocked with a com- 
plete line of Fir Plywood and high quality lumber items from 
Georgia-Pacific’s modern southern and western mills, avail- 
able from warehouses or in carload mill shipments. 


The establishment of the Chicago wholesale distribution 
warehouse is in keeping with Georgia-Pacific’s policy of 
constantly improving its service throughout the country. 
Other distribution warehouses are located in Boston, Newark, 
Philadelphia and Jackson, Mississippi. 


Contact us for fast out of warehouse service in the Chicago area. 


1805 Bryn Mawr Ave., Chicago 26, Ill. 
Telephone: LOngbeach 1-2677 


GEORGIA-PACIFIC PLYWOOD & LUMBER CO. 
Successors to CROOK & CO., INC. 


January I, I AMERICAN LUMBERMAN & 
B ’ , 





cutting through 41%-inch stock on a 
square cut and of splitting a four- 
foot panel into two 24-inch parallel 
sections, the saw also can do 
straight ripping, cut-off work, miter 
cutting (compound, too), rabbeting, 
grooving, tongue and groove work, 
dadoing, sticking, shaping and 
many other tasks. Used with either 
a three or five horse-power motor, 
this saw can be set for speeds of 
1800, 2400, 2600 r.p.m., or more. 
Write Delta Manufacturing Divi- 
sion, Rockwell Manufacturing Com- 
pany, Dept. AL&BPM, 600 E. 
Vienna Ave., Milwaukee 1, Wis. 


The Payswell Sprayer 


Insect control is made easier with 
a new portable sprayer with built- 
in compressor, now being intro- 
duced by the Sellco Corporation of 
Minneapolis. Completely self-con- 
tained, the Payswell Sprayer re- 
quires no hose or separate motor. 
The die-cast parts are few in num- 
ber, simple and accessible for easy 
cleaning. The container is non- 
breakable. A heavy duty nine-foot 
cord is included. The pistol grip, 
trigger control and balance of the 
entire unit make for easy handling. 
In the dairy plant, insecticides, dis- 
infectants and deodorants are effi- 
ciently distributed with the Pays- 
well Sprayer. Other liquids for 
which it is used in some plants in- 
clude rust inhibitors, wood pre- 
servatives, fireproofing, liquid waxes 
and all kinds of finishes. On the 
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PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 





Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 
Fir and Larch 


xx*k* 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 














xkx** 
Sales Agents for Sales Office; 
*Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 





*Thompson Falls Lumber Company, Thompson Falls, Mont. 
*& Member Western Pine Association 


Telephone 71 


Daily Production 190,000 Feet Kiln Dried Lumber 
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Maes: FF {| {| GRAVITY AND POWER CONVEYORS 


MOVE YOUR STOCK FASTER AT LOWER COST 


Your profit margin will increase if you reduce the time and labor spent 
moving lumber and building materials from car to storage to consumer. 
Rapids-Standard gravity and power conveyor users report savings of 30 
to 70% on handling costs. 








Use low-cost gravity conveyor for the downhill runs, power belt units 
where a boost is needed. Write today! We’ll be glad to analyze your 
problem and show you where RapiStan equipment can pay its own way 
by cutting your handling costs. 


THE RAPIDS-STANDARD CO., INC. 
352 RapiStan Bidg., Grand Rapids 2, Mich. _ 





Rapid-Wheel* gravity conveyor combined with the 
Stevedore, Jr.* power belt conveyor carries insulating 


blocks directly to the stacking point. Representatives in principal cities 
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Cases of millwork are unloaded with Rapid-Wheel A Rapid Power Booster* takes rolls of insulation ma- Various lengths and widths of finished tumber roll en 
gravity conveyor. Only one man is required to work terial from the freight car, lifts them into storage. portable Rapid-Wheel gravity conveyor from the freight 
in the car, one more at the point of storage. Again, this is a job for only two men. car to the yard for stacking. 
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farm, the Payswell Sprayer is used 
to spray animals, equipment and 
buildings. It handles paint as well 
as liquids and is particularly con- 
venient for painting fences and 
equipment, re-touching auto bodies 
and doing other small paint jobs. 
Dealers are wanted. For further 
information, write Sellco Corpora- 
tion, 815 Andrus Bldg., Minneapolis 
2, Minn. 


Low-Cost Portable 
Saw Mill 

American Porta-Mill, a low-cost 
fully portable saw mill, can save 
time and money for tie men, re- 
loggers, smaller mill operators, or 
farmers. The mill is ruggedly con- 
structed yet very light in weight. 
Four men can dismantle it in the 
morning, move it 50 miles, set it 
up and saw wood before supper. 
Porta-Mill will swing a 50-inch 
saw. It has a 34-inch headblock 
opening, 10-foot carriage, 3-inch 
belt feed, roller bearing mandrel. 
For more information write Amer- 
ican Saw Mill Machinery Co., Dept. 
AL&BPM, Hackettstown, N. J. 


New Type Dealer Display 


Wallace Manufacturing Company 
announces a new Dealer Display 
to help dealers sell Wal-lite. Com- 
pact, yet complete, this 24” x 24” 
display shows every color and pat- 


DECORATIVE 
WALL BOARD 





PERMANCET 
BAKED FINISH 














tern in the Wal-lite line. Actual 
samples of the baked enamel fin- 
ished board are held together by 
Wallace Metal Moldings. Rings at 
the top permit hanging the display 
on the wall or on edge of counter. 
It is also suitable for use in window 
arrangements. It is light and easy 
to carry. Write Wallace Manufac- 
turing Co., Dept. AL&BPM, North 
Kansas City, Mo. 


Color Calibrator Assembles 
Colors Harmoniously 


The Pratt & Lambert Color Cali- 
brator quickly and scientifically as- 
sembles colors harmoniously. Eager 
home owners, who have always 
wanted to express themselves with 
color, can now easily work out their 
own color schemes with this new 
device. The Color Calibrator auto- 
matically picks out and harmoni- 
ously assembles in a few minutes 
as many as six different hues at the 


same time to reveal a complete color 
scheme for a room or for an entire 
home. While designed primarily 
for choosing color harmonies for 
painted walls, woodwork, floors and 
furniture, the calibrator works just 
as surely in selecting the colors for 
rugs, upholstery, draperies, ete. 
Write Pratt & Lambert, Inc., Dept. 
AL&BPM, 75 Tonawanda St., Buf- 
falo 7, N. Y. 


Burglar and Weather Resistant 
New Sargent Padlock 


Sargent & Company has de- 
veloped a new padlock that offers 
the user the burglar resistance of 
steel with the weather resistance 
of brass in one stainless steel 
shackle in all sizes giving the 
dealer a maximum of stock require- 
ments with a minimum of variety. 
Equipped with 5 pin tumblers, a 
hard stainless steel shackle and a 
case of solid, one-piece extruded 
brass, it is so sturdily built that it 
will resist forcing. The five pin 
tumbler lock makes for the ultimate 
in security. The solid brass case, 
the stainless steel shackle, plus the 
use of stainless steel springs and 


hard nickel silver keys make the 
padlock combination completely 
rust proof and weather resistant— 
of special value when excessive 
moisture or salt laden sea air is 
encountered. From the dealer’s 
standpoint, he can now offer a com- 
plete line of quality padlocks by 
stocking this one padlock which is 
made in three sizes but with only 
one type. Write Sargent & Com- 
pany, Dept. AL&BPM, New Haven, 
Conn. 


Lumite Dispensing Display 


A measuring, cutting and mer- 
chandise dispensing rack, which 
holds 12 various size rolls of Lum- 
ite plastic screening, is available 
from the Lumite Division of the 
Chicopee Manufacturing Corpora- 
tion. Known as the Screen-O-Mat, 
this display represents one of the 
most advanced developments in 
measuring and dispensing screen 
material. 

Across the top at eye-level on the 
Screen-O-Mat is a strip inscribed 
“Lumite Plastic Insect Screening.” 
Printed along the left panel are 
listed the other outstanding fea- 
tures: that it is rustproof, stain- 
proof and longer lasting; together 
with the Good Housekeeping Seal 
of Guarantee. A convenient holder 
containing printed folders telling 
the advantages of Lumite screen- 
ing is placed on the left side at the 









































The year just passed has seen a tremen- 
dous growth in Ralph L. Smith's facilities. 


What About 19497? 7 rr. eee eae ee 
- sentatives have been established in major 
cities. 


In the New Year, Ralph L. Smith prom- 


WU ises you that 1949 will bring new improve- 


. . e *. . 
ments in its many services, with continued 





PONDEROSA PINE 
SUGAR PINE 

INCENSE CEDAR 
DOUGLAS & WHITE FIR 


expansion of its mills and plants—to supply 
you even more top quality West Coast 
Woods and lumber products. 


Mouldings, Furniture . Yj h 7 
Dimension, Glued-Up 
Stock, Industrial Shook, | \ T e 4 ie | I Pp h a 
Venetian Blind Stock, gy 

Furniture Parts 





—in fact, Anything in 


West Coast Woods! Lumber Company 


1635 Dierks Building, Kansas City 6, Missouri 
Phone Victor 4143 
Sawmills: Canby, Calif. and Anderson, Calif. 


Remeanufacturing Plant: Klamath Falls, Oregon. 
Box Factory: Alturas, Calif. 


GUARANTEED- oz cle’ 


*or else you may return this Dado Head at 
our expense, if not satisfied in every way. 











GUARANTEED to be the best tool of its kind on the 
market today, Huther. Bros. Dado Head will cut PER- 
— CN FECT grooves, any width, with or across the grain. 

, Easy to keep in top condition. 

Fits any saw mandrel or saw rig. 

Positive action—it may be adjusted in the time it takes 
to remove a saw. 


Eats up the Work—Builds up the Profits! 





MANUFACTURED BY 


Huther Bros. Dado Ac A ’ \, ul - - = ‘ : ‘Huther Bros. 
Head above was used a SAW C ow INC. 


to cut the clean, per- J. 
fect grooves shown at — 1290 UNIVERSITY AVE. 


the right. feed So. ROCHESTER... WN... .% 








Write for folder-price list today. eg eee ee ee 
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bottom of the panel. Write Lumite 
Division Chicopee Mfg. Corp., Dept. 
AL&BPM, 47 Worth St., New York 
18, N. Y. 


Two Free Display Panels 

Grand Specialties Co. announces 
two free colorful yellow and black 
display panels—one to accommo- 
date a selection of door holders and 


the other a selection of production ~ 


and welding clamps. Choice of sizes 
and styles is subject to each dealer’s 
sales possibilities. Clamps can be 
sold directly from the panel if 
desired. The panels are supplied 
with metal hooks and eyes for easy 
installation between two regular 
display door panels, on a post, or 
suspended in store or window. Each 
is easily removable for customer 
handling and inspection. The door 
holder display is 9 inches wide by 
1034 inches high and is designed 
to accommodate 5 styles of Grand 
door holders: Micky, Delux, Stand- 
ard, Peerless and Master, sizes of 
each being subject to dealer choice. 
The clamp display is 16 inches 
wide by 24 inches high and will 
hold 28 or more clamps. The display 
panels and catalog sheets with full 
details are available from local job- 


% A MILLION USERS | 
ons CANT BANGT 
WHEN EQUIPPED WITH 





bers as well as from the manufac- 
turer. The company has several 
open territories for sales repre- 
sentatives and jobbers. Write Grand 
Specialties Co., Dept. AL&BPM, 
3135 W. Grand Ave., Chicago 12, 
Ill. 


Handicalk Gun Available 
In Display Merchandiser 

The Handicalk gun introduced 
about a year ago, is available in the 
attractive display merchandiser 
shown here. The merchandiser is 
black and blue printing with a 
dummy red cartridge and alumi- 
num gun stapled on the front and 
the balance of 11 guns in each car- 
ton is on the inside to sell right 





¥STOP@ @Dks’ 


> Let Be: 





off the dealer’s counter. Display 
merchandiser and window streamer 
are supplied free of charge in every 
carton of 12 guns ordered. Write 
The Gibson-Homans Company, 
Dept. AL&BPM, 2366 Woodhill 
Road, Cleveland 6, Ohio. 


Ventilator Has Appearance 
of Venetian Blinds 

The Venetian No-Drafft Ventila- 
tor is a riveted steel and aluminum 
unit for inside, outside or under- 
the-window installation. The ven- 
tilator excludes rain and approxi- 
mately 74% of dust and dirt. It 
is adjustable for all windows. Air 
flow can be directed up or down. 

















These fcur Arkansas Counties — 


e ‘exected to provide Oran's MOAN MAUL I:) 1: Meo Mm ttt a Te 
continuous timber supply. 
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58 YEARS 
of PROGRESS 


Ozan's progressive forest management policies are now 
bearing fruit in these four ARKANSAS Counties. A con- 
tinuous timber supply appears assured. Our next step is to 
build a new, modern mill to properly utilize the log out- 
put from the thriving forests being cyclically harvested 
by Ovan. ; 








The ventilator has the appearance 
of venetian blinds; comes in six 
decorating colors and two sizes. 
A folder may be obtained from 
Associated Venetian Blind Mfg. 
Co., Inc., Dept. AL&BPM, 940 W. 
Roosevelt Rd., Chicago 8, IIl. 


Aluminum Clothes Dryer 
Eliminating the necessity of a 
concrete foundation, the indoor- 
outdoor aluminum clothes dryer is 
a favorite with many contractors. 
In four sizes, designed with arms 
like aircraft ribbing, the dryer 
revolves or automatically locks in 
a choice of three positions. For 
complete details write the Frank 
L. Pollard Co., Dept. AL&BPM, 
1501 37th Ave., Oakland 1, Calif. 


Ice and Snow-Melting 
Chemical Powder 

A new ice and snow-melting 
chemical powder which is reputed 
to eliminate the necessity for chip- 
ping or shoveling is announced by 
Speco, Inc. Known as Ice Rem (ice 
remedy), thawing capacity of one 
lb. of the powder is claimed to be 
approximately equivalent to 10 lbs. 
of salt. In addition, the manufac- 
turer states there is no messy res- 
idue. Ice Rem is applied by sprin- 
kling liberally over the surface, the 
amount used being dependent upon 
ice or snow thickness. If used at the 
beginning of a snow or sleet storm, 
Ice Rem will melt subsequent light 
snow falls. It will keep sidewalks, 
steps, drives, parking lots, loading 
platforms, etc. continuously clean. 
The powder is likewise suitable for 
thawing frozen gutters, pipes, sew- 
ers, railway switches, etc. Ice Rem 
is available in 914 lb. cartons, 24% 
lb. fiber pails and 90 lb. fiber drums. 
Write Speco, Inc., Dept. AL&BPM, 
7308 Associate Ave., Cleveland 9, 
Ohio. 


*™ore'shoveling or chipping! : 


.-, SPECO, Inc. 
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YEARS OF STABILITY -- 1948 
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New Year Offering 






Cc | 
che on =) KILN DRIED BOARDS 
4/4 AD Dependable manutacture. Guaranteed 

\ Hardwoods 


standard grade. Scientifically kiln 
dried in our new, modern kilns. Order 
today — 


1x6 RL #2 KD-S4S, $2S & CM, 
Pats. 105, 106 and 116 Siding 
Also 1x4” End Matched & PE Fig. 


Consult us also on your other needs 
in Southern Pine and Southern Hard- 
woods. Depend on Scotch Lumber for 
values and satisfaction. 


SOUTHERN PINE 
SOUTHERN 
HARDWOODS 5 





— 


———— 


; FULTON ALABAMA 
I Mixed Cars a SpecialtyeMember SPIB and NHLA 





—_—— 
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Ah NDI AW 


1927 . OAK FLOORING - 194 


2 Years Devoted 

Exclusively 
to the Manufacture 
of Oak Flooring 



























Properly Seasoned 


in modern Moore Cross-Circulation 
Kilns. 


Accurately Milled 


in a modern plant by men with 
years of experience. 


Expertly Graded 


in accordance with NOFMA 
grading rules 


Consult us on your next 
requirements 


CO 
BISMARC 


PANY 
K, MISSOURI 





BUILDING Propucts MERCHANDISER 

















YOU CAN 
DO MORE 
WITH 


when 

you hang 
Sliding 
Doors on 


KENNATRACK allows full use of 
wall space which is normally wasted 
by swinging doors, permits extra 
storage and ane Bt as space in 


places where swinging doors are not 
practical. Economical, easy to in- 
stall, smooth operating — KENNA- 
TRACK merits important considera- 
tion in today's building plans. 





LESS SPACE soe so. om 


TRACKS ARE LESS APT TO WARP 





PUTS “HARD-TO-GET-AT” CORNERS 
TO MORE EFFICIENT USE 


KENNATRACK 


We offer types of 
KENNATRACK, 


| with complemen- 


tary sliding door 
hardware, for 
every sliding 
door use. 











AVOIDS HEAD BUMPS CAUSED BY 
OPEN SWINGING CABINET DOORS 











PERMITS COMMODIOUS WARDROBES 
IN HALLS AND BEDROOMS 


Write for Complete Catalog 


JAY G. McKENNA, Inc. 


Specializing Exclusively 


ee 





in the Manufacture 


of Sliding Door 
. INDIANA 


Hardware 
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Specialists in Oak Floor- 
ing. General wholesal- “| 3 
S~ ers of all lumber items. = 


Contact us on your 
needs. al 


iT hi. E. WEBSTER LUMBER CO., 


1215 R. A. Long Bldg 
Kansas City 6, Mo 
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D. M. McCuintock Lumser Co. 








Terminal Sales Building, PORTLAND 5, ORE. 


Telephone: Atwater 9355 


Douglas Fir, Red Cedar, Sitka Spruce 
and Hemlock Lumber — Shingles 


Mill Agents for 


Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 
Luckiamute Lumber Co., Pedee, Oregon 
Keystone Lumber Co., Myrtle Creek, Oregon 
Judd Creek Lumber Co., Riddle, Oregon 
Canyon Creek Lumber Co., Canyonville, Oregon 
Silver Peak Lumber Co., Riddle, Oregon 











THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 


American vounie swiver Load Binder 


THE ORIGINAL ALL STEEL 


For bindin ’ Patt 
iia LOR, ee ree Cees 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . « 
easiest to use 
- » most prace 
tical and effece 
tive. Three 
sizes. Write for 
circular and full 
information. 


“American” line of Logging Tools and Appliances is the best on 
the market. 





Write for Catalog 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 

















LUMBER for SALE 


HARDWOODS SOFTWOODS 
DOMESTIC and FOREIGN 
VENEERS PLYWOOD 


LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


154 Carroll St. ST. LOUIS 4, MO. 
CEntral 5250 











BURNER with 
CONE GRATE 


*Burns 25°% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Build 


BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 























LINDSEY 
Self -Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 


Sole Manufacturers 
Laurel, Miss. 











SPECIALIZING 


in protection for the 
Lumber Industry 


Substantial dividend savings have been 
returned to policyholders each year 


LUMBOF MENS 82%, conn 


James S. Kemper, Chairman 


MUTUAL INSURANCE BUILDING, CHICAGO 40 
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| H. G. Dowson A. W. Lingaas 


H Rogue Lumber Sales Co. 


Clyde M. Shumaker, Manager 

P. O. Box 707, Medford, Oregon 
MIARIKAEST ANALYSIS Phone: Central Point, Oregon 1091 
Current Statistics on Specializing in the Distribution of All 
Output and Distribution 


Lumber shipments of 388 mills reporting to the Na- West Coast Woods 


tional Lumber Trade Barometer were 20.4 percent be- 





low production for the week ending December 11, Our subsidiary, the Southern Oregon Planing Mill 
1948. In the same week new orders of these mills ————_ ge a a —!— dry 
were 9.7 percent below production. Unfilled order files pe fen oe eS Ghene. Evy See are 
of the reporting mills amount to 29 percent of stocks. In addition to our general wholesale business, we 
For reporting softwood mills unfilled orders are will now be able to furnish for prompt loading, mixed 
equivalent to 20 days’ production at the current rate, cars containing pine commons and clears, bundled fir 
and gross stocks are equivalent to 29 days’ produc- uppers, kiln dried fir finish. These can be handled 
tion in conjunction with your selection of fir dimension 


: ‘ , and boards all in one car. 
For the year-to-date, shipments of reporting iden- 


tical mills were 1.8 percent below production; orders 


were 4.2 percent below production. We Invite Inquiries. 
Compared to the average corresponding week of 
1935-1939, production of reporting mills was 48.5 Exclusive Sales Agents for 


percent above; shipments were 27.9 percent above; 
orders were 25.3 percent above. Compared to the 
corresponding week in 1947, production of reporting 
mills was 12.0 percent below; shipments were 33.2 


percent below; and new orders were 10.1 percent Standard Yard Items 
below. ; 


Southern Oregon Planing Mill Company, Inc. 
and 
Jackson Creek Lumber Company, Inc. 


Southern Pine 

Production of Southern Pine by the 103 mills re- 
porting to the Southern Pine Association for the week 
ending December 11, 1946, amounted to 17,537,000 
feet. This was 1.12 percent below the three year aver- NE W 
age. Shipments for the week were 15,239,000 or 13.10 THE 
percent below production for the week. Orders were 


19.02 percent below the three year average and totaled 
14,362,000 feet. 


Western Pine 
The 87 mills reporting to the Western Pine Asso- ; 
ciation for the week ending December 11, 1948, cut | 


H Reputable Sales Representation Throughout the Nation 




















LOW-PRICED 
BUSS No. 208 





50,555,000 feet. The same week a year ago produc- SINGLE 

tion totaled 53,365,000 feet. Shipments were 40,907,- SURFACE 
000 feet compared to 54,121,000 feet for the same pe- WoondD 
riod a year ago. Unfilled orders stood 115,596,000 PLANER 
feet this week. A year ago they amounted to 124,- 


934,000 feet. Gross stocks totaled 784,829,000 feet for 
the week compared to 626,020,000 feet a year ago. 


In the Lumber Centers 

TACOMA—A rising accumulation at storage yards 
of cheaper grades of lumber is the big problem con- 
fronting the industry in this area as the year end 
draws near. Most ‘operators are endeavoring to re- 
duce this accumulation by offering it to prospective 





Capacity 20” x 8” 












One of a complete line of single 
and double surface wood planers 
— all built by planer specialists. 


One look at the specifica- 
tions of this machine will 
convince you that the BUSS 


buyers at substantial price reductions, but even this No. 208 binds Ae “the low-priced smell plener field @ new high 
has not proved too effective because of a reluctance standard of both construction and performance. It's a husky, pre- 
on the part of buyers to stock up at inventory time. cision-built planer that will handle everything within its 20" x 8" 
Despite the lack of demand for cheaper grades, buy- capacity with speed and accuracy. It's ideal for the small shop, 
ing interest in better grades continues to be high mill or lumber yard, complete in every detail, including fully en- 
and market activity on these is good, although even closed motors, sectional infeed roll, sectional chipbreaker, 4 driven 
; ; : rolls, built-in knife grinding-jointing attachment and many other 
here prices are somewhat off from those that have features. Available in various feed rates. Write for price and 
prevailed in recent weeks. Ship movements are pick- complete information, NOW! 









ing up since cessation of the maritime strike and 


a : : PLANER SPECIALISTS. 
this is expected to help in reducing stocks on hand, R U Ss S 238 EIGHTH ST. 
since the maritime tieup unquestionably did much to 


provide the bottleneck that aided in bringing about MACHINE WORKS HOLLAND, MICHIGAN 
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‘SELL HOUSES? 
"SELL CHIMNEYS TOO 
—- ged Chimney 


R ANY HOME 


Furnished complete, ready for installa- 
tion. SAFEST Chimney ever built, 
Underwriters’ Lab. approved for ex- 
treme firing—FHA acceptance. All fuels 
— Light weight, needs no foundation. 
Suspends from ceiling on floor joists. 
A lifetime chimney — tile lined — insu- 
lated. Costs third to half less than 
brick. Easily installed, summer or win- 
ter, by anyone in 3 to 4 hours. Imme- 
diate delivery. 


® A Packaged Product 
® Protected Territory 
® Nationally Advertised 


WRITE FOR FREE BOOKLET 


VAN-PACKER CORPORATION 
134 South Clark St., Chicago 3 





“din, - 
a U se! 


Write today for the CHROMTRIM metal mouldings catalog. 


R. D. WERNER CO., Inc., 295 Fifth Ave., N. Y. 16 
in Canada: R. D. WERNER COMPANY, LTD., Port Dalhousie, Ontario 
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LUMBER MARKET 


the oversupply. The holiday shutdowns also will help, 
since production curtailments will aid in reducing 
supplies on hand. Heavy snows in the mountains and 
higher foothills have forced many logging camps to 
suspend, but this is not expected to have any immedi- 
ate appreciable affect upon the production situation 
as log reserves at the mills appear to be ample for 
normal operations for some time. Local residential 
building is holding up, particularly on lower priced 
homes. Activity in this field was further stimulated 
by announcement today of a $1,000,000 housing proj- 
ect for 143 low-cost homes at Kennewick in eastern 
Washington, construction on which is to start early 
in January. Kennewick is immediately adjacent to 
the Hanford-Richland atomic energy project. 

BALTIMORE—The situation regarding fir, accord- 
ing to Baltimore lumber yards, would indicate the 
present level holding to spring. Their latest advices 
from Western Sources of supply point to a stable mar- 
ket after some recent price adjustments. Dimension 
lumber, No. 1 common, now is being delivered here 
for an average of around $82.50 per M. Some of the 
yards doing considerable business with ship repair 
firms reported the recent strike affected business. 
Maintenance, ship ceiling, etc., was cut down, but this 
custom has picked up since the longshoremen went 
back to work. There is more competition in shipyard 
work now and the lumbermen really find themselves 
back in a different market. Shipbuilders and ship 
repair yards which consume enormous quantities 
of lumber are now asking for bids and are willing to 
shop around. In the yellow pine market, wet weather 
in the South has delayed recent shipments. Some 
mills report they are scarce of sizable timber. More- 
over, railroads are in the market for extensive orders, 
particularly in flooring, adding to the competition 
some of the yards are encountering. Some nearby 
yellow pine, trucked in from Virginia and North Caro- 
lina mills, is showing deliveries around $70 for rough 
lumber. 

KANSAS CITY—Signs that the lumber market was 
beginning to improve were noted in the Southwest 
this week as prices strengthened on an increased vol- 
ume. Retailers were ordering again after a lapse of 
a month or so and although price lists still were 
unchanged it was obvious that concessions from the 
quoted prices were not so plentiful. 

The fact that hundreds of small mills have closed 
down for the winter and weather has not been con- 
ducive to increased logging and shipping gave the 
market a bit of strength. 

Mills with headquarters here reported that the or- 
der file for the past week was the heaviest in more 
than a month. Retailers who had let their inventories 
decrease are now building them up a little. Demand 
was particularly good for mixed car. supplies. 

Prices of softwoods, hardwoods and flooring were 
steady. No. 2 boards, 6-inch were quoted at $70; 
8-inch at $75; 10-inch at $76 and 12-inch at $77. No. 
2 dimension prices were listed at $65 for 2x4; $72 
for 2x6; $75 for 2x8, and $78 for 2x10. In oak floor- 
ing, 25/32 by 214-inch clears the prevailing price was 
about $200, and the selects were running about $135; 
No. 1 common was $170; No. 2 at $80 to $100. Lower 
grades of 4/4 No. 1 plain sap gum were priced at $40. 
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Get This 


FREE SAMPLE 
Today! 


Why be satisfied to sell ordinary paint when 
you can give your customers so much more in paint values with 


CELADRI RUBBER PAINT 


Don't take our word for it. Send for this FREE sample. See 
for yourself how Celadri Rubber Paint adheres readily to any 
surface indoors or outdoors with finest results. 


Sells on Merit 


Dealer Franchises Going Fast 


High coverage. Easily applied. Brushes, sprays, rollers. Dries 
hard overnight. No primer required. No smelly solvents — 
thins with water. 





Send for FREE Trial Sample Today! 


CELADRI CORPORATION 
WILLISTON PARK, N. Y. 








Chicago Transit Authority 


AMERICAN 
ROOF TRUSSES 


-- of course / 


AMERICAN trusses are made by one of 
the oldest and largest makers of timber 
trusses — designs and construction that 
are most economical and reliable ... 
Result: CTA structures go up fast and in 
the modern a open- 
space interiors . 








Get illustrated details. 








Write for free catalog today! 


AMERICAN Roof -— en 


William and Raymond Waddington 


6846 Stony Island Ave., Chicago 49 . . . Plaza 2-1772 


Established 1922 








* 
... foe Clucid SEASONING 


Not seasoning alone —but correct seasoning. That’s the 
answer to production of quality lumber. The most careful 
steps to produce properly dried lumber is an important 
reason why W. T. Smith’s trade mark means a better 
product. 


After lumber has been dried in our modern, automatically 
controlled kilns, a sample is weighed to make certain that 
the charge has been dried according to the most exacting 
standards. This and other tests is your assurance that a 
‘shipment from W. T. Smith is a shipment of the finest. 


Selective Logging Assures a Permanent Source 
of Supply 








SELECTIVE LOG(¢ A 
PERMANENT pee |e) 3 


WEBI AND HARDWOODS CHAPMA 


Burtp) 
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AND ALLIED PRODUCTS 
| Write or Wire: 


wa BEHAN 


LUMBER Co. 


WESTERN DIVISION 
PHONE 6972 TWX EG25 
610 WILLAMETTE ST. EUGENE, ORE. 
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Georgia-Pacific Plywood & 
Lumber Co. Opens New Offices 


‘Owen R. Cheatham, president of 
Georgia-Pacific Plywood & Lumber 
Co., recently announced the formal 
opening of the firm’s new stream- 
lined offices in the Empire State 
Building in New York. 

Under the management of James 
L. Buckley, vice-president in charge 
of the eastern division, the office will 
act as headquarters for the allocation 
of all of the company’s west coast 
plywood production. In addition, it 
will supervise lumber production, 
procurement and national sales and 
will be the general sales office for 
national sales of plywood and fir 
doors. The company’s warehouses in 
Boston, Newark and Philadelphia also 
will be under the direction of this 
office. A subsidiary, Georgia Interna- 
tional Corporation, which handles the 


THE reception room is paneled in Douglas fir plywood of which the company is the 
world’s largest producer. Mills pictured in the photo murals are Jackson, Miss., 
Springfield, Ore., and Olympia, Washington. 


IM TOI MWS 


export of all building materials ex- 
cept lumber, also occupies space in 
the new office. 

Paneled in Douglas fir plywood, the 
main reception room contains 14 
murals depicting scenes from various 
of the company’s plant operations. 
The main office is laid out as a, gen- 
eral sales office accommodating 15 
Georgia-Pacific and four Georgia In- 
ternational Corporation personnel. 


In a year-end letter to the com- 
pany’s stockholders, President 
Cheatam pointed out the necessity 
for maintaining a strong cash posi- 
tion to facilitate an expected in- 
creased volume of business in 1949. 
With this end in view, he said direc- 
tors of the company have deferred any 
action on increasing dividends. 

“For the year 1949 we look forward 
to closer intergration and coordina- 
tion of our expanded activities to the 






















end of more efficient and economical 


operations. A concentrated effort is 
to be made on stimulating sales 
volume and obtaining maximum ‘e- 
sults from our distribution organiza- 
tion. As a result of the consumma- 
tion of a favorable lease for a Chi- 
cago distribution warehouse we will 
be in a better position to serve the 
large mid-western market and to 
handle shipments to markets east of 
the Mississippi not served by our 
present warehoues. To insure our 
participation in the increasing vol- 
ume of business from ERP countries, 
two company officials are leaving on 
the first of the year for extended 
missions to our representatives in the 
countries where this business origi- 
nates. 

“It is felt that such price readjust- 
ments as have been encountered in 
our finished products will help to 
spur demand. Lower prices will re- 
sult in lower log costs to company 
manufacturing operations due to slid- 
ing scale timber purchase contracts. 
Insofar as Georgia-Pacific is con- 
cerned, we are preparing to offset 
possible lower profit margins by in- 
creased volume. The continuing 
housing shortage coupled with fur- 
ther efforts by the government to 
sustain a record volume of home 
building should serve to keep the de- 
mand for plywood, doors and lumber 
at healthy levels.” 


Shingle Staining Plant Opened 
by Perma Products 


A new shingle staining plant at 
Chehalis, Wash., has been placed in 
operation by The Perma Products 
Company of Cleveland, Ohio.  Lo- 
cated 90 miles south of Seattle, the 
new facility will enable the company 
to ship stained shingles to any part 
of the country without extra han- 
dling or freight charges. 

The Chehalis plant has been de- 
signed for maximum streamlined ef- 
ficiency and is the most modern 
shingle staining plant in the industry 
according to officials of the 30-year 
old firm. Unstained kiln-dried No. 1 
red cedar shingles are completely 
processed on a continuous belt ma- 











We Manufacture and Wholesale 


SOUTHERN PINE 
and HARDWOOD LUMBER 











OUR SPECIALTY: 


2 x 4—8' +2&Btr. SLYP 
S4S Std. EE DET A/D 


Telephone 44 





P. O. Box 501 





CORINTH PLANING MILL CO. 
CORINTH, MISS. 


PLANTS AT: Corinth, Miss., Winfield, Ala. 
Custom Resawing and Surfacing in Transit 


Telephone 968 











Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 


Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 


Your inquiries will have our prompt attention. 


—_ aa 
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| GREETINGS FROM PAUL BUNYAN 


Paul Bunyan salutes his friends with his best wishes for the 
New Year 
“May Fortune smile on you like 
] moonlight on the mountain snow.” 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


reastereeo SUSANVILLE e CALIFORNIA 


0 £4 TRADE MARK 
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In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 
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For prompt attention on your needs phone or write 


Miller & Company, Inc. 








de- e eo) 


| ef- oe sos ee. 

dern Manufacturers of ‘ 

nell Hardwood & Yellow Pine Lumber LAKE LUMBER CO. Ltd. 
rer SELMA, ALA. and JACKSON, TENN. 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathiew, Ltd. Reiay Leke, Ort. 


SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


i Selma LD 9910 — Phones — Jackson 1885 















































SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
‘THE MeCLOUD RIVER LUMBER SHEVLIN PINE 
70 | COMPANY ‘bl PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
‘ er —e 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associ MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
Son, Fortland, Oregen. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
ee SS 1604 Graybar Bidg. 1863 LaSalle-Wacker Bidg. 1030 Monadnock Bldg. 
}inederota Face Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 
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chine. The shingles are stamed in 
courses and, regardless of color, each 
shingle is individually sprayed and 
brushed. Continuous belt conveyors 
controlled by photo-electric cells 
move the shingles through infrared 
drying ovens to semi-automatic pack- 
ing devices, which assure a full pack 
in every carton. 

Another large segment of the plant 
area is devoted to manufacture of 
plywood. While this is a compara- 
tively new field for Perma, sizable 
quantities of Douglas firm plywood 
in all standard sizes are being pro- 
duced, unsanded, in industrial grade. 
It is planned to add sanded grades as 
production is stepped up. 


Calvin Scholl Will 
Establish New Firm 


Calvin G. Scholl, director and vice- 
president in charge of sales for the 
Brown-Borhek Co., Bethlehem, Pa., 
resigned December 31 to establish his 
own business—the Scholl Lumber 
Company, with offices in the Union 
Bank Bldg., Bethlehem. Mr. Scholl 
has been in the employ of the lum- 
ber concern for 23% years. He was 
sales manager from 1932 to 1945, and 
was elected a vice president Jan. 1, 
1945. He has spent the last eight 
years traveling extensively for the 
Brown-Borhek woodworking _ plant, 


lumber and hardwood departments. 
In accepting the resignation, the 

directors delayed naming Mr. Scholl’s 

successor until a future meeting. 


Business Analyst to Speak 
on Business Horizon for 
Lumber Dealers 


Carl S. Marty, business analyst and 
distribution specialist of Kimberly- 
Clark Corporation, Neenah, Wis., is 
scheduled to speak on the program of 
the 1949 Lumber Dealer Association 
Conventions. His subject is “The 
Business Horizon for Lumber Deal- 
ers—an up-to-the-minute survey of 





marketing situations and how dealers 
are preparing to meet their approach- 
ing sales problems.” For each asso- 
ciation meeting the talk will be based 
on an actual survey of the associa- 
tion area conducted immediately he- 
fore the convention. 

Mr. Marty will speak at the fol- 
lowing association meetings: 

Northwestern Lumbermens Associa- 
tion—Jan. 10-12. 

Iowa Retail Lumbermens Associa- 
tion—Mar. 16-18. 

Lumber Dealers’ Association of 
Western Pennsylvania—Feb. 2-3. 


Wisconsin Retail Lumbermens As- 
sociation—Feb. 15-17. 


Rayonier Acquires 
Polson Operations 


Rayonier Incorporated, Hoquiam, 
Wash., has announced that Pulson 
Logging Company, in which Rayinier 
acquired a controlling stock int:rest 
late in 1947, is now in the proce:is of 
dissolution. Under the plan for liqui- 
dating the Polson business, its per- 
sonnel and the greater part oi its 
properties are being taken ove by 
Rayonier Incorporated. There will be 
no interruption in the operations hiere- 
tofore conducted by Polson Logging 
Company and its Polson Lumber & 
Shingle Mills Division. 











Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


of the walls. 
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DEALERS 


Romombor | 


Every cellar, garage, cistern, 
pool, milkhouse, stable, pen 
and dairy barn needs THORO- 
SEALING, to keep water out 


‘4 


If your contractor, homeowner 
or others have a problem with 
water or dampness, The 
THORO System will correct 
and solve the problem. 


V®\ 


WATERPLUG . . to stop the leaks 
’ THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 


Box X, New Eagle, Penna. 
Telephone Monongahela 67 
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:-lam-{0 Welln Cre 
CUPBOARD DOORS 


Yq tn. Unselected Gireh 
iil WILL NOT WARP 


Widths 12” to 32” in 4 inch Steps 
Lengths 12” to 72” in 4 inch Steps 






















































f At Your Jobber — or Write Direct 7 
WISCONSIN LAMINATING CO. | 
HILTON, WISCONSIN 2 Th . 
e Original 
* For Immediate Shipment : 
Ke Modern Wood Preservative 
| Ehird Grade and 
Nn, 
q 9 . 
. : MAPLE FLOORING Parker’s Primerless Pu 
i 
st VV, . V/— #* 
of gfe a = Se = sal have been time-tested through many years of 
1i- ee . service to the building industry. 
r= Meet the big demand for soumer oy pe + 
its Foulne is sulaaediie tx aauiie’ sab alee 
by Soa Specify them 
on your next order. 
re- Write — Wire — Phone — 
ing 
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80 years of service MLS Wa) a.0a aan LID BG ty 


to the sash and door 
industry. OSHKOSH, WISCONSIN 








FOR PLASTER . 


Color-It ° 


Color-It is unexcelled for artistic interior de- 


coration and wall treatment. Beautifies walls 


immediately. Non-fading. Not effected by v4 AND EASY TO CARRY 


heat, sun, rain, lime or alkalies. 


NON - FADING Conveniently packed in 5 Ib. cartons. 
PURE OXIDE 






Put it where you 

























COLORS * HASTENS OCCUPANCY VI 
© SAVES COST OF J 
PAINT JOB Ne. 108 Green 


Write for Folder L-is 


ALABASTINE S SS 
mae BY PAINT PRODUCTS ied i MICH. ry — 


STANDARD LITEWATE 
Gives Siding Jobs Improved Sectional Roller Conveyor 
_Protection and Appearance 


PERM Ame 
PuASTER and CEMENT 
£OLORS 






—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as % in. to % in. per 


On every Asbestos Siding job, 
where appearance is essential, ies 
can save valuable time, simplify 

















: ft. Interchangeable spacing of rollers—from 1% in. to 
wang A aes oe a dded 12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
protection, by using individual tions and 90° and 45° curves. Keep LITEWATE con- 
zine corner strips . . . Made of veyors handy in your shipping room—carry a section on 
oxidized zine . . . will not stain. your truck. For complete information write for Bulletin 
Lengths suitable for any Asbestos AL-19. 

Siding Shingle. For complete de- 





tails write STANDARD 


CONVEYOR COMPANY 
YGHER MANUFACTURING CO. 


North St. Paul 9, 
#211 South Main Street, Kokomo, Ind. 











RAVITY & POWER 
CONVEYORS 


Mianesota 
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New Officers of Stained 
Shingle and Shake Assn. 

E. L. Connor, president of the 
Colonial Cedar Co., Seattle, Wash., 
was elected president of the Stained 
Shingle and Shake Association, at the 
annual meeting held in December. 
Other officers elected were John Mar- 
tin, Chehalis, Wash., vice-president; 
P. W. Bailey, Seattle. Mr. Martin is 
manager of the Permastain Co., plant 
at Chehalis, Wash., and Mr. Bailey is 
president of the West Coast Stained 
Shingle Co., Seattle, Wash. Officer 
trustees of the association elected 
were Frayne Gordon, Capilano Tim- 
ber Co., Vancouver, B. C., and Paul 
Puffer, Creo-dipt Co., North Tona- 
wanda, N. Y. 

The association comprises 11 of the 
principal companies that manufacture 
and stain shingles and shakes. Most 
important activity of the group will 
consist of trade promotion emphasiz- 
ing the all-shingle home. 


New Officers of Houston Retail 
Lumber Dealers Association 

Members of The Houston Retail 
Lumber Dealers Association have 
elected Wyllys A. Taylor, president; 
Murphy Black, vice-president; W. D. 
Allison, member secretary. H. J. 
Skinner was re-elected secretary and 
manager; W. B. Milstead, chairman, 
poard of directors and E. G. Hamil- 
ton, chairman, advisory board. 


Evansville Sash and Door 
to Occupy New Quarters 

The Evansville (Ind.) Sash and 
Door Company, Inc., is about ready 
to move into its new quarters, it has 
been announced by Fred C. Espen- 
laub, manager. Final touches are be- 
ing made to the company’s new 150’ 
by 150’ building which will house all 
operations, and which climaxes a 
construction job which began last 
March. j 

The Evansville Sash and Door 
Company, Inc., is one of Evans- 
ville’s oldest firms. It was _ estab- 
lished in 1907 when grounds and 
buildings were leased from a railroad 
system. The company now owns all 
buildings and property at its present 
location at 129 South Wabash Ave. 


Fred Babcock President 
of Babcock Lumber Co. 


A dinner was given last month at 
Longue Vue Club by Robert P. Bab- 
cock in honor of Fred C. Babcock, 
newly elected president of Babcock 
Lumber Co., Pittsburgh, Pa. National 
sales representatives and the mem- 
bers of the staff were guests. Col- 
ored movies of the lumber industry 
followed the dinner. 

Fred C. Babcock succeeds his father, 
the late E. V. Babcock, founder of 
Babcock Lumber Co. and its president 
for more than 50 years. Robert P. 


Babcock continues as vice-president, 
H. B. Leach as secretary-treasurer, 
and Ben L. Anderson as assistant sec- 
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retary-treasurer, also the following 
directorate: 

Fred C. Babcock, Robert P. Babcock, 
H. B. Leach, Ben L. Anderson, Car] L. 
Korb, Clifford L. Porter, C. R. 
Meadows. Mr. Meadows is manager 
of the company’s Angier, N. C. plant. 

It was announced that the reorgani- 
zation company, one of America’s old- 
est lumber organizations, would con- 
tinue its activities with renewed en- 


ergy, improving and expanding its 
methods of manufacture and dis- 
tribution. 


Survey Shows What's 
What On Windows 


Beauty of design is the most im- 
portant factor taken into considera- 
tion when people choose windows for 
their new homes, according to a re- 
cent nation-wide survey conducted by 
Ponderosa Pine Woodwork. 

Almost half of the respondents to 
the survey gave “archtectural design” 
as their principal reason for choosing 
wood windows. Wood windows, au- 
thorities point out, provide a wide 
range of design choices, embracing 
both modern and traditional styles. It 
is thus possible for the home owner 
to choose exactly the type of wood 
window which best fits his individual 
taste. 

Another important reason for 
choosing wood windows, the survey 
indicates, is the fact that their orig- 
inal cost is moderate. A total of 48% 
of the respondents to the survey gave 
“original cost” as their reason for 
centering their preferences on wood. 





a 


Companies Announce 





S. R. Taxey Lumber Company, Chi- 
cago Warehouse Lumber Company 
and 2x4 Company, Inc., have moved 
to larger and more modern offices at 
201 North Wells St., Chicago, IIl. 


National Tileboard Corporation re- 
cently announced the opening of new 
and enlarged executive and sales of- 
fices at 2916 White Plains Road, New 
York 67, N. Y. 


Plywood, Ine. recently announced 
the opening of a new subsidiary, Ply- 
wood Houston, Inc., which will carry 
a complete line of hardwood and soft- 
wood plywood for the general trade 
area of Houston. Jack Williams, for- 
merly manager of the company’s De- 
troit Branch, has been named man- 
ager of the new division. 

In addition to Plywood Houston, 


Inc., Plywood, Inc. now maintains 
branch offices in Detroit, Dayton, 
Cleveland, Grand Rapids, Tacoma, 


San Francisco, and Los Angeles. The 
company manufactures their own line 
of hardwood plywoods, as well as 
white pine plywood. 


Wayne D. McCluskey, formerly dis- 
trict manager of the North Texas 








yards of Temple Lumber Company, 
with headquarters in Greenville, 
Texas, has been transferred to Hous- 
ton, where he will work out of the 
general offices of the company in con- 
nection with the operation of a group 
of South Texas yards. 


The B & T Metals Company, Co- 
lumbus, Ohio manufacturers of 
“Chromedge” metal trims and acces- 
sories, announces the appointment of 
Guthrie-Morris-Campbell Co. as local 
distributors in Charleston, W. Va. 
(816 Virginia St. E.) and Parkers- 
burg, W. Va. (Second and Juliana 
Sts.) 


Pittsburgh Plate Glass Acquires 
Control of Midvale Coal Co. 


Pittsburgh Plate Glass Company 
has acquired controlling stock interest 
in the Midvale Coal Company, an 
Chio corporation, according to an an- 
nouncement by E. T. Asplundh, vice- 
president of the Pittsburgh firm. The 
coal company is being liquidated and 
its mine will be operated as the Co- 
lumbia Coal Division of Pittsburgh 
Plate Glass Company. 

Located near New Philadelphia, 
Ohio, the Midvale operation is a deep 
mine currently producing about 2,800 
tons daily. Coal reserves are esti- 
mated as sufficient for 30 years. 
Equipped with the newest mining 
machinery, the mine is highly mech- 
anized. 

“About 60% of Midvale’s 2,800 ton 
daily production will be shipped by 
truck to the company’s Barberton 
plant and the balance sold to regular 
commercial customers of the coal 
company,” Mr. Asplundh said. 





Appointments and 
Promotions 


The appointment of Marland S. 
Wolf as general sales manager, Wood 
Conversion Company, St. Paul, Minn., 
has been announced by D. M. Pattie, 
vice-president and general manager. 
Mr. Wolf, who was formerly assocl- 
ated with the U. S. Gypsum Co., Chi- 
cago, in numerous executive sales and 
advertising capacities, has spent more 
than 19 years in the insulation and 
building products field. He will be 
located in the Wood Conversion Com- 
pany general sales offices in St. Paul, 
where he will direct the sales pro- 
grams of Balsam-Wool, Nu-Wood, 
Tufflex and other products. Mr. 
Wolf, who attended Knox College and 
University of London School of Eco- 
nomics, has written several popular 
books on home insulation and mod- 
ernization. He has also been active 
in national insulation and_ building 
trade associations, and served on sev- 
eral government advisory boards dur- 
ing the war years. 





A. J. Honzel, manager of Kalpine 
Plywood Company of Klamath Falls, 
Ore., a branch of Plywood, Ine. 
named Paulaus McKee as assistant 
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manezer of the Kalpine plant. Mr. 
McKee has had wide experience in 
general plant operation, production 
and personnel work. 


Sherman A. Bishop has been ap- 
pointed general manager of the Cali- 


fornia Redwood Association, San 
Francisco. Mr. Bishop succeeds Ken- 
neth Smith, who resigned to join The 
Pacific Lumber Company of San 
Francisco. 


The Prest-Glass Corporation of 
New York has appointed Edward A. 


Altshuler western manager. Mr. 
Altshuler will set up distributors 
from among leading lumber, glass, 


and building specialty suppliers and 
will handle sales promotion in the 


eleven western states, Alaska and 
Hawaii. He will make his headquar- 
ters in the Marion Building, 1605 


Cahuenga Blvd., Los Angeles, Calif. 


ee ee 
OBITUARIES 


The northeastern lumber industry 
lost one of its outstanding leaders in 
the death of George S. Fuller, presi- 
dent of G. Fuller & Son Lumber Com- 
pany, Boston, Mass., a company which 
last year started on its second cen- 
tury of service as one of the Bay 
State’s outstanding lumber and build- 
ing material retail concerns. 


George S. Fuller, 48, was born in 
Boston. After a short period in the 
Navy in World War I, he went to 
Dartmouth College and graduated in 
1923. He immediately entered the re- 
tail lumber business under his father, 
Will S. Fuller, and in association with 
his brother, Granville B. Fuller. 

George S. Fuller was elected presi- 
dent of the company in 1939 and re- 
tained that position until his recent 
death. 

At a meeting of the Directors of 
G. Fuller & Son: Lumber Company, 
held in late November, Granville B. 
Fuller, formerly treasurer of the 
company, was elected president and 
treasurer. His son, Granville H. Ful- 


ler, was elected clerk of the corpora- 
tion. 


L. O. Crosby, Sr., 79, president of 
the Goodyear Yellow Pine Lumber 
Company, Picayune, Miss., died No- 
vember 24 in New Orleans, after an 


illness of several months. Mr. Crosby 
was one of the most widely known 
lumber manufacturers throughout the 
Country, having operated mills in 
Mississippi since 1906. His career 
exemplified the opportunity system in 
America, with a meteoric rise from 
farm hand to industrialigt. Mr. 
Crosh was President of the Southern 
Pine Association in the 1930’s; a 
membe» of its Board of Directors for 
Many years and was always actively 
Interesied in committee work for the 
Southern Pine industry. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6- 
oint style. No cuts or special borders allowed. 
or advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge §2.00 


For one or two insertions 10c per word per in- 
sertion, with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c pe: line. 
There are approximately 5 words to « line and 
when less are specified or used, regular line 
rate is charged. 


When answering box numbers or mailing copy 
tor ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Address E-42, American Lumber- 
man. 





Superintendent Wanted 
For Northern Hardwood Saw Mill including 
Planing Mill and Dry Kilns. Good oppor- 
tunity for man with proven record. State 
age, experience and references. Address 
D-55, American Lumberman, Inc. 





Wanted by large. old, established firm op- 
erating sash and door jobbing house and 
wholesale lumber yard, two experienced 
salesmen for rich territory. Also selling 
straight cars all products for shipment direct 
from mills. Handsome income guaranteed 
for real producers. Address F-50, American 
Lumberman, Inc. 





WANTED: Experienced lumber salesman, 
age 25 to 40. ommission basis. Car neces- 
sary. Kansas and Northern Oklahoma ter- 


ritory. Good offering Alley Lumber Co., 
(Wholesale and Com.) 307 Central Bldg., 
Wichita, Kansas. 





ACCOUNTANT WANTED: Please advise age, 
references and earnings expected. Address 
Box G-61, American | A = emg Inc, 





Large permanent manufacturer Southern Pine 
and Hardwoods desires to add one or two 
experienced men to sales force. If inter- 
ested, state experience and give references. 
Good opponey for advancement. Address 
Box G-62, American Lumberman, Inc. 





WANTED experienced foremen in door depart- 
ment, glazing room and cutting room for 
modern, up-to-date, Wisconsin factory. High 
salaries. Excellent working conditions. In- 





quire Box G-70, American Lumberman, Inc. 


HELP WANTED 


DRAFTSMAN, DETAILER AND BILLER 
To work in modern custom woodworking mill 
specializing in residential millwork. - Must 
be experienced. Apply giving all qualifica- 
tions and salary expected. Excellent oppor- 
tunity for the right man. Address -59, 
American Lumberman, Inc. 











SALES MANAGER 
Experienced, capable lumberman to develop 
sales force soliciting contractors and’ indus- 
trials. Well established firm. Location Chi- 
cago. Excellent opportunity. Permanent. 
Replies confidential. Reply Box H-26, 
American Lumberman, Inc. 





Experienced plant superintendent for small 
woodworking plant in Northern Wisconsin. 
Must know plant and dry kiln operation and 
should have some saw mill experience as 
we operate our own mills. Write giving full 
details as to experience, salary expected, 
marital status and reference to: Box H-28, 
American Lumberman, Inc. 


ATTENTION—MANUFACTURERS AGENTS 


Exclusive sales representation for territories 
throughout the United States is available 
on an amazing new product for the build- 
ing industry and building supply dealers. 
1,000’s of inquiries now being received from 
national advertising. 





If you have a wide and favorable acquaint- 
ance within the building industry, write us 
full particulars for a personal interview. 

SPARKLE-CRETE COMPANY 

30 N. LaSalle Street 

Chicago 2, Illinois 





WANT TO SELL OR BUY 
LUMBER 
MACHINERY 
EQUIPMENT 


You'll find your best market 
among American Lumber- 


man & Building Products 
Merchandiser’s 22,000 
readers. 


The cost is low—10 cents 
per word — $6.00 per inch — 
less for consecutive inser- 
tions. 


To reach the next issue mail 
your copy now to: 
AMERICAN LUMBERMAN 
Inc. 
139 North Clark Street 
Chicago 2, IIL 





Wanted: Salesmen with Lumber Dealer fol- 
lowing to sell ees line of unfinished 
woed Kitchen Cabinets. Part and full time 
men desired. Excellent opportunity. State 
full qualifications. Address H-22, American 
Lumberman, Inc. 





WHOLESALE LUMBER SALESMAN 


Direct-Mill-Shipment Lumber Wholesaler lo- 
cated in Midwest (long established and 
with excellent mill connections) wants sales- 
men to call on retail yards and industrials in 
established territories: 

Southern Minnesota 

Northern Iowa 

Central Illinois 

Southern Wisconsin 


OUTSTANDING OPPORTUNITY! 


Generous salary 
ee paid 
Split of profits 


Write full details, including all business 
experience, age, family. and references, to 
Box H-31, American Lumberman, Inc. 





Wanted: Experienced Forester to purchase 
timber, logs and handle contract “—— for 
Band Mill located South-Central abama. 
Address H-2]1, American Lumberman, Inc. 
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HELP WANTED 


USED MACHINERY WANTED 








WANTED 
YOUNG AGGRESSIVE MAN 


Minimum of 5 years experience 
desired but not necessarily 
essential. 


Excellent Ps pra wd for right 
man as retail lumber yard manager. 


Salary and Promotion based on 
proof of ability after trial 
period. 


All inquiries treated confidentially. 
Address H-23, American Lumberman, Inc. 


WANTED: Number 16 or 18 Wickes Gang 
or equivalent. Address Box G-60, American 
umberman, Inc. 





Wanted 
15 inch four sider Planer—Matcher. 
Cobb Lumber Co., Inc. 
199 Medford Street 
Charlestown, Mass. 








LUMBER & DIMENSION 
FOR SALE 








Log-Run—Thoroughly Dry 
a and _ 
“and 2” Oak—$72.00 
Above material in the rough. 
Krebs Lumber Co., Springfield, III. 
Prices f.0.b. mill, Gurdon, Ark. 





BUSINESS OPPORTUNITIES 


Additional sales lines desired by organization 
which contacts retail lumber dealers in the 
State of Michigan and Northern Ohio. Address 
G-55, American Lumberman, Inc. 











Pacific Coast wholesaler with offices in Port- 
land, Oregon and Chicago, Illinois, having 
a rating of over a million dollars, wants 
lumber salesman in Illinois to cover limited 
territory, selling retail lumber yards. Neces- 
sary have your own car, split profits, com- 
mission with drawing account. ddress Box 
H-25, American Lumberman, Inc. 





We are looking for an experienced sales- 
man to represent us in Ohio, selling both 
Southern and West Coast Lumber. [If in- 
terested kindly address us by mail, giving 
full information. i Cc. Tolles Lumber 
Company. Rock Hill, . 


TEXAS AREA 


Houston’s most peggeative jobbing 
distributor establishi new lines 
for representation. rite 6011 
Kirby Drive, Houston 5, Texas. 








BUILDING PAPER FOR SALE 








Wanted man to file saws, set up machines 
and supervise operation of small planing mill 
near waukee, Living quarters available. 
State age, Hy? . experience and 
references. BOEHM-MADISEN L ER COM- 
PANY. MILWAUKEE, WISCONSIN. 





WANTED: Salesman to cover retail yards 
Illinois, Iowa and parts of neighboring states 
by completely equipped western sawmill, 
principally Ponderosa Pine. State experience 
and salary. a to start in Febru- 
ary 1949. Confidential. Address Box G-49, 
American Lumberman, Inc. 





DETAILER AND BILLER 
Thoroughly experienced in making Architectu- 
ral millwork shop drawings and shop orders 
for same. Give past experience, reference, 
age and salary. Fort Wayne Builders’ Sup- 
ply Company, Fort Wayne 4, Indiana. 


SITUATIONS WANTED 


Experienced millwork executive desires posi- 
tion as manager of Mig. or jobbing business. 
Write F-34, i 

















erican Lumberman, Inc. 





eeeen gg ee years experience in retail lum- 
ber yard, business school graduate, capable 
taking full charge desires to locate in Los 
Angeles vicinity. Address Box G-69, Ameri- 
can Lumberman, Inc. 


WANTED TO BUY — 
MISCELLANEOUS 














RAILS WANTED 
Any weight—Any tonnage 
Ww. D Co., INC. 
Railway Exchange Bidg., St. Louis 1, Mo 


RAILS: ANY SIZE OR QUANTITY 
Particularly 90 Ib. 3 i I eek wb. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 


ee 


MILLING IN TRANSIT 


We dressing, resawing and kiln drying in 
ransit. 
Grayson Lumber Co., Inc., Birmingham, Ala. 


LUMBER & DIMENSION WANTED 





























To Lumber Dealers Only 
Write for samples & prices 
Hosking Paper Co., Wilmette, IIl. 


BUSINESSES FOR SALE 














FOR SALE : 

One of the best hardwood lumber enterprises 
in the midwest, profitably established almost 
half century, with trained personnel. Ideally 
located to principal markets. Complete dis- 
tributing yard with steam boiler system, dry 
ilns, heated warehouses, paved yards, de- 
livery equipment, lumber inventory, rail sid- 
ing, offices, wholesale lumber business, mod- 
ern sawmill, ore equipment, standing 
timber inventory. Will finance; owner retiring. 
This business will be sold at its fair value 
and less than replacement costs. Address 
G-58, American Lumberman, Inc. 

SOUTHERN CALIFORNIA retail yards for 
sale, also one in Southern Nevada. Advise 
amount investment wanted. Twohy Lumber 
_" Brokers, 714 W. Olympic, Los Angeles 





FOR SALE 

Old established retail lumber business, lo- 
cated in Oklahoma, in rapidly growing cities 
of 20, to 30,000 population. Hundreds of 
homes now under construction in each city. 
Yards have best of locations, excellent im- 
rovements, new trucks and equipment, top 
ine franchises. Lumber and hardware in- 
ventory of approximately $95,000.00. Excel- 
lent buy for any one interested in first class 
——. Address H-30, American Lumber- 
man, Inc. 





FOR SALE 
One of the finest equipped cleat and wood- 
working plants in Northern Wisconsin. Ma- 
chinery, Dry Kilns, Saw Mills, etc. Good 
labor conditions and plenty of raw materials. 
Gross sales over $300,000 annually, poor 
health reason for — Address Box H-29, 
American Lumberman, Inc. 





Wisconsin flooring plant wth Yates A-7 ma- 
chine. Modern Moore dry kilns. Abundant 
Oak and Maple within trucking distance. 
Priced right and reasonable terms. Would 
consider selling part ownership. Write H-24, 
American Lumberman, Inc. 





FOR SALE 
Retail Lumber and Building Material Yard. 
1948 sales approximately $190,000.00. Located 
in Mid-South doing a good year around 
busi Address H-20, American. Lumber- 








WANT TO BUY: Please quote us your low- 
est prices on: 

One car 4/4 SAP and better Poplar. 
One car 5,’ No. 1 Common & Better Poplar. 
S Harward Lumber Co., Livingston, 
‘enn. 





WANT TO BUY 
4 8/4 and 8/4 Soft Maple, W.H.A.D. 1 


4/4 and 5/4 Basswood, 1C&B. 
ast ay 8/4 Soft Textured Plain White Oak: 


Make us your lowest price. 
Address G-72, American Lumberman, Inc. 
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x» 
man, Inc. 


Retail Lumber, Pl Mill, Millwork, and 
Building Materials B ess. Present volume 
about $600. annually. App e 
$150,000 required to handle. Terms to right 
party. Tennessee location. Address Box E-21, 
American Lumberman, Inc. 








BUCHANAN LUMBER CO 
CUMBERLAND, MD. 


Manufacturers of High-Grade 
Special Cut-to-length Hardwood 
Moulding, Trim, Oak Stair Treads, 
Thresholds, and Plank Flooring. 


L.C.L. or C.L. Shipments 


Quick Deliveries 











FOR SALE—Retail Lumber Yard. Nearest yard 
to city center in prosperous West Coast city. 
35,000 sq. ft. under roof with open yard and 
trackage. Modern cabinet shop, paint, hard- 
ware store and offices. Now doina $50. 
per month volume. Total price $135,000.00. 
Mr. Hampton, 312 Fenton Building, Portland, 
Oregon. 


January 1, 1949, AMERICAN LUMBERMAN & 








FOR SALE 
SPRUCE, WHITE PINE, HEMLOCE 
BASSWOOD 
Rough or Dressed 
MILL VALLEY LUMBER COMPANY LIMITED 
112 Simcoe oe North, Oshawa, Ont. 
one 





HARDWOOD PALLETS, Skids and Loading 
Platforms. Six years’ experience producing 
these units has given us the “know-how. 
Can fabricate to your exact specifications. A 
truckload or a carload or more. Inquiries 
will receive prompt attention. Corinth Hard- 
wood Co., P. O. Box 581, Bristol, Tenn. 





For Sale 
2 x 2’s—all lengths—kiln dried— 
in small quantities. Contact: 
MILWAUKEE SALES & MFG. COMPANY 
Sheboygan Falls, Wisconsin 


Wood Lath Pine. Will cut crating stock to 
length for brooms or moulding. rite Kallas 
Lath Mill, 1606 N. 13th, Boise, Idaho. 








Kiln Dried Aspen Cleat Material 
Cut to any dimension. 


Write for prices and samples. 


ALL-WOOD MFG. CO. 
BAYFIELD, WIS. 


— 





LUMBER FOR SALE 
5 cars 6/4x4 & Wdr. 100’ Jack Pine No. 4&Bt. 
5 cars 1x4 & Wdr. R/L No. 4 & Btr. Aspen. | 
car 1x4 & Wdr. R/L No. 5 Pine, Heavy to 
& Wdr. 2 cars 2x4—8 No. 1 & 2 Pine. 4 cas 
8/4x4 & Wdr. No. 1 & 2 Pine. Dry Stock. 
Can surface and resaw to suit your requiy 
ments. Write for prices F.O.B. Virginia: 
interested. 
W. T. BAILEY LUMBER COMPANY 
Virginia, Minnesota 


«—<_©+$<|%_— 





For Sale 2 
HIGH GRADE LUMBER & DIMENSION STOCK 


Quartered red oak, plain red oak. 1 
maple, steam treated walnut, chestnut 
basswood. Also maple, oak, walnut & 
dimension. Air dried and kiln dried. old 
This lumber is the surplus stock of an 
reliable high grade desk and chair manufac: 
turer and is well seasoned. For inform W 
and prices, contact W. Furlong, 4401 W. 
North Ave., Chicago 39, Illinois, or 
Spaulding 2-7400. 





